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Who writes the most Individual Policy Pension business ? 


answer: NEW ENGLAND LIFE 


(over 2,000 plans in force — 244 paid for in 1956 and we’re well ahead of 
this pace for 1957) 


Is most of this business done by New England Life agents? 


ANSWER: Yes, but... 
$30,000,000 of pension business was brought to New England Life 
in 1956 by agents of other companies and brokers. 


Why is New England Life so prominent in the pension field? 


ANSWER: There are several reasons. Let us state them briefly: 


Experience ... Pioneer, innovator, New England has a broad diversifica- 
tion of plans in force all over the country. This experience is a helpful 
source of reference for current clients. 


Versatility . . . Broad selection of plans: fully insured or combination, 
non-medical to $25,000 (with increases allowed up to twice the initial 
limit, maximum $40,000) substandard, graded death benefits, special con- 
tracts for older ages and short duration, preliminary term. 


Flexibility . . . It is New England’s practice to answer special require- 
ments individually. Multiple employer groups, for example, are offered 


unusual flexibility. 


Economy... New England Life’s interest yields from investments have 
been consistently high in comparison with other companies. This com- 
bined with excellent expense ratios maintains an attractive cost position. 


Know-how at the agency level... Agency specialists work closely with 
employers and their attorneys in setting up and servicing our plans. 


Strong home office support... Developments in fields affecting pension 
planning, such as taxation, are systematically analyzed and reported. Staff 
experts are readily available for consultation. 


The fact that we're in the pension business in a big way is helpful to the agent 
and broker, and important to the prospect. 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 


FRIDAY, OCTOBER 25, 1957 








Can you always believe your eyes? 





When watching feats of magic, you're almost in- 
clined to believe what your eyes seem to see. In another 
and far more important way, you can be misled by your 
eyes .. . and not know it. 


For example, some eye disorders develop so slowly 
that they are often not noticed in the beginning. In fact, 
the eyes may seem all right while they are leading you 
into a feeling of false security. 


So, the best safeguard to take against eye trouble 
that you may not suspect is to have your eyes—and those 
of each member of your family—examined periodically. 


It is particularly wise to have a child’s eyes checked 
early in the pre-school years, before eye disorders can 
hamper personality development or interfere with educa- 
tional progress when he starts to school. Today, authori- 
ties estimate that about 9 million school children need 
some form of eye care. 


Adults, especially after age 40, should have their eyes 
carefully examined at least every two years by an eye 


specialist. This is the surest way to guard against 
glaucoma and cataract, the two major threats to the 
sight of older people. 


These eye examinations have an added value. 
They may lead to early diagnosis and control of dia- 
betes, high blood pressure and hardening of the arteries. 
Early warnings of these diseases often appear on the 
retina—the vital “seeing” part of the eye—where blood 
vessels are clearly visible to the doctor. 


The chances for keeping good sight throughout life 
are better now than ever before. The antibiotic drugs 
work wonders against many eye infections, and new 
hormone compounds save sight in some eyes. Sight loss 
due to cataracts can be restored by delicate surgical 
operations in almost 90 percent of the cases. 


Medical progress in sight-saving is a great achieve- 
ment. However, good sight throughout life depends 
largely on what you do to give your eyes the regular 
care they deserve. 
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Researchers Stress Increasing Importance 
Of Studies Of Policyholders And Buyers 


The increasing importance of re- 
search into life insurance policyhold- 
ers and buyers was stressed by five 
speakers in a panel held at the annual 
meeting of American Statistical Assn. 
in Atlantic City. 

Papers were presented by Miss Eva 
Mueller, assistant program director of 
the survey research center at Univer- 
sity of Michigan; Albert I. Hermalin, 
assistant director of the statistical di- 
vision of Institute of Life Insurance, 
and Alfred G. Whitney, assistant di- 
rector of research of LIAMA. 

The three papers were discussed by 
Laflin C. Jones, director of insurance 
services and planning of Northwestern 
Mutual, and Milton J. Goldberg, di- 
rector of research of the agency de- 
partment of Equitable Society. Mrs. 
Virginia Holran, director of the sta- 
tistical division of Institute of Life 
Insurance, presided. 

There are two major research tools 
available to students of the life in- 
surance market, Miss Mueller said. 
One, the analyses of life company data, 
is of special value in sales and cost 
studies. The other, sample surveys of 
the population, is of special value 
when people rather than _ policies 
should be at the center of the analysis. 
Citing the major ownership survey 
made for Institute of Life Insurance, 
she emphasized that studies of rela- 
tionships between life insurance and 
other factors are particularly useful 
for an understanding of the dynamics 
of the life insurance market. She also 
cited the LIAMA survey of recent 
buyers. 

It would be fruitful to extend this 
work by investigating the motivations 
and expectations of recent buyers, 
their family responsibilities and many 
other characteristics, she said. Life in- 
surance premium payments are part 
of what economists call contractual ob- 
ligations. To learn more about the cir- 
cumstances under which such commit- 
ments are reduced or stepped up is an 
interesting problem for the life in- 
surance industry. Such changes repre- 
sent major personal decisions, probably 
carefully considered. The factors which 
underlie these decisions lend them- 
selves to analysis by the survey meth- 


Another important question for fu- 
ture study suggested by Miss Mueller 
was how people perceive life insurance 
in relation to other savings media. 

“In our studies we found that less 
than half of life insurance owners saw 
life insurance as a method of saving 
regularly,” she said. “We must there- 
fore ask what role life insurance plays 
in the total provision which people 
make for the future? How is the 
growth of pension funds, social secur- 
ty and group insurance affecting at- 
titudes towards and purchase of life 
Insurance? What advantages and dis- 
advantages do people see in life in- 
surance as compared with other sav- 
ings media? Are higher interest rates 
modifying people’s preference for life 
insurance? Who are the people who 
have policies with high and those with 
low savings features? How many peo- 


ple borrow on their policies in the 
course of a year or repeatedly over a 
period of time? How do inflationary 
expectations influence attitudes to- 
wards life insurance?” 

Life insurance research is broaden- 
ing its scope, and a logical next step 
is a study of attitudinal motivation, 
according to Mr. Hermalin. 

“Many years were devoted to col- 
lecting and publishing aggregates of 
the total insurance in force, assets, 
premium income and the like,” he said. 
“Such data provided and still provide 
a measure of the over-all growth in 
life insurance coverage. More recently 
we have begun to build up, through 
the use of sample surveys, a large body 
of data on the relationship of economic 
and demographic characteristics to life 
insurance ownership. On the basis of 
what we already know and what we 
would like to know, it would seem 
logical that the next phase of life in- 
surance research concentrate on the 
attitudes and motivation which relate 
to life insurance ownership.” 

Mr. Hermalin pointed out that re- 
search on motivations and attitudes on 
life insurance ownership would not be 
merely of theoretical interest, but an 

(CONTINUED ON PAGE 18) 





4 MILLION POLICIES 


N.W. Mutval Reviews 
Sett/ement Options 


Of All Its Insured 


One of the most ambitious policy- 
holder service programs ever under- 
taken is the centennial year project of 
Northwestern Mutual Life. The com- 
pany is examining each of its policy 
settlements in an effort to uncover 
policyholders whose settlement terms 
are in need of revision. To such a 
policyholder goes a personal letter, 
apprising him of the situation and in- 
viting him to review his policy. 

T. P. Otjen, assistant secretary who 
is administering the project. says no 
insurance company has ever under- 
taken such a direct and extensive set- 
tlement review program. It involves 
checking the record cards of more than 
three million Northwestern policies, a 
task which is expected to take three 
years, and writing thousands of per- 
sonal letters. 

“The general effort in the past to 
solve the outmoded settlement prob- 
lem consisted of blanket mail remind- 
ers to all policyholders. This,’’ said Mr. 
Otjen, “was ineffective at best.” 

Northwestern Mutual decided some 
years back that a settlement review 
program was the only effective way 
to curb hardships. A program was 
formulated and put into effect at that 
time but only became a full scale proj- 
ect last year when the Northwestern 
centennial planning committee decided 
this service to policyholders and their 
families would be a fitting way of ob- 
serving the company’s 100th birthday. 

(CONTINUED ON PAGE 15) 





$20,000 Ad Budget 
Promotes ‘Grim Truth 
About Life Insurance’ 


NEW YORK— An advertising bud- 
get of $20,000 is being used to promote 
the sale of The Grim Truth. About 
Life Insurance, the book that smears 
the life insurance business for selling 
anything but term insurance. 

G. P. Putnam’s Sons, publishers of 
the book, confirmed the fact that $20,- 
000 is far beyond the usual advertising 
budget the company would earmark 
for such a book. Peter Van Doren, 
Putnam’s editor who had charge of the 
book, said ordinarily the outlay would 
be from $2,000 to $4,000 but where a 
book is felt to have unusual sales 
possibilities the firm will jump the 
budget considerably above that level. 

There is a full-page advertisement 
in the October Atlantic Monthly. 
There was a two-thirds page adver- 
tisement in the Sunday magazine sec- 
tion of the New York Times for Oct. 6 
and in the Sunday book review section 
of Oct. 13. Newsweek carried a two- 
thirds page advertisement in the Oct. 14 
issue. The advertising is beamed at 
men in their late 20s and early 30s, 
who have bought some life insurance 
and are contemplating buying more. 

The “attack” style of the advertising 
copy has aroused more resentment 
among life insurance people than the 
book itself, many life insurance people 
feel. The headline asks, “‘Are you really 
sure that life insurance is the best in- 
vestment for your wife, your children, 
and your own future?” 

The ad continues: “Did you, like most 
newly married men, contract for life 
insurance to ‘protect’ your wife, your 
anticipated children, and yourself? 
Have you discovered that the policy 
which seemed adequate 10 years ago 
has dwindled in purchasing power to 
nearly half its face value? Have you 
ever seriously considered the alterna- 
tives to life insurance that could in- 
crease your holdings beyond policy 
benefits? Don’t you think, with your 
whole financial future at stake, that 
you should be sure you understand 
what life insurance can and cannot do 
for you... that you are not needlessly 
spending your hard-earned money in 
costly premiums?” 


The ad then quotes this from the 
book: “Of course, life insurance is im- 
portant .... But just because we ac- 
cept and recognize life insurance as 
functional in family finance does not 
immunize this institution from prov- 
able charges that it has overglamorized, 
oversold and overcharged for its prod- 
uct . . . . Chances are you, and a great 
majority of your fellow citizens, have 
been gloriously deluded—not because 
you’re stupid but because this sacred 
cow of life insurance has been present- 
ed to you under such sales pressure, 
and with such a complicated array of 
calculation that you never had an op- 
portunity to learn the real facts.” 

Referring to the author, Ralph Hen- 
dershot, former financial editor of the 
New York World-Telegram & Sun, “an 
expert with no ax to grind,” the ad- 

(CONTINUED ON PAGE 20) 


Says Biggest A&S 
Gain Has Been In 


Public Relations 


President J. Henry Smith 

Speaks At Opening Session 
Of 3-Day Forum In N. Y. 
By JOHN B. LAWRENCE Jr. 


NEW YORK—The biggest gair made 
by the A&S business in the last few 
years has been in the field of public 
relations, said President J. Henry 
Smith of Health Insurance Assn. of 
America at the opening session of the 
3-day annual individual insurance 
forum. 

Desperately needed and many years 





J. Henry Smith Robert R. Neal 


late, the public relations program now 
is shaping up with promise, said Mr. 
Smith, who is vice-president and ex- 
ecutive assistant of Equitable Society. 
Addressing 350 representatives of 
member companies here, he declared: 

“It is already effective in.an intro- 
ductory way, and it surely promises to 
fulfill our hopes for it, It can contrib- 
ute beyond measure to that favorable 
environment and public attitude we 
all crave for our efforts. How wonder- 
ful it is to overcome the feeling of 
being on the defensive at every turn! 
This program alone would be worth 
the full support of each of us in the 
association’s budget and _ activities, 
progress and value.” 

The future of the business demands 
a coordinated and unified front in 
many areas, he went on. The business 
must maintain effective representa- 
tion at all levels of government, ac- 
tively pursue an intensive program of 
research and dissemination of infor- 
mation, and must tell its story to the 
public in an aggressive and convincing 
way. 

No business can long succeed if it 
does not act with the highest aims in 
the interest of the public. Various 
speakers and writers have been al- 
lowed to question the ethics of the 
health insurance business for too long. 
HIA will serve the business well if it 
does nothing more than crystallize the 
concept of laudable ethical conduct in 
the business and makes sure that 
members conform. Mr. Smith quoted 
from the code of ethical standards 
adopted at the annual meeting last 
spring. 

If the association can make the eth- 
ical practices popular, the unethical 
will become unpopular, he said. He 

(CONTINUED ON PAGE 16) 
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NAIC Welfare Fund 
Committee Meets; 
Code Is Opposed 


NAIC subcommittee on commercial 
pension funds and trusteed welfare 
funds has met with its industry ad- 
visory committee last week and dis- 
cussed the proposed code of ethical 
practices in regard to insuring benefits 
of union or union-management welfare 
and pension funds. 

The meeting was held amid objec- 
tions to the proposed code by three 
major producer groups in the fire and 
casualty field—National Assn. of Cas- 
ualty & Surety Agents, National Assn. 
of Insurance Agents and National Assn. 
of Insurance Brokers. 


There are three grounds of objection, 
the major one being that the proposed 
code deals almost entirely with com- 
missions and does nothing to reach high 
insurance company retentions, une- 
qual treatment of insured and collusion 
between union officials and manage- 
ment. The producers groups object 
to agents and brokers being singled out 
as the “villains in the piece.” 

The other objections are that the 
proposed code covers only insured 
plans and funds and that, in practice, it 
amounts to departmental regulation 
without legal authority. The statement 
quotes the July, 1957, statement of 
American Life Convention and Life 
Insurance Assn. of America along this 
line and affirms the willingness of the 
producers associations to cooperate in 
working out a satisfactory method of 
ending abuses in the pension field. 

No final decisions were made at last 
week’s meeting at which Michigan 
Commissioner Navarre presided and it 
was indicated that the subcommittee 
will consider the matter further at the 
ee meeting in New York in Decem- 

er. 


Mutual Benefit Opens 
Regional Group Office 


Mutual Benefit Life has opened a 
northeast regional group office at the 
home office in Newark and has ap- 
pointed Robert E. Iliff northeast re- 
gional group manager. 

The office will move to permanent 
quarters in New York City in early 
1958. This is the first regional group 
office opened since the company en- 
tered the group field in April. 

Mr. Iliff began his career with 
Connecticut General at Newark in 
1949 and joined New York Life as head 
of its New Haven office two years 
later. He was placed in charge of the 
Newark office in 1954 and went to the 
home office in 1955. 





Rogan Describes Welfare 
Supervision To Wis. Buyers 


Commissioner Rogan of Wisconsin 
addressed the October meeting of Wis- 
consin Insurance Buyers in Milwau- 
kee this week on “Insurance Com- 
mission Supervision of Union and 
Company Sponsored Employe Welfare 
Funds.” He specifically discussed the 
bill recently signed by Gov. Thomson 
placing employe welfare and pension 
funds under insurance department su- 
pervision. Following his talk, Mr. Ro- 
gan and Harvey T. Wolberg of the de- 
partment answered questions about 
interpretation of the new law. 


MeNATIONAL UNDERWRITER 


Visiting Actuaries 
Hear About Marvels 


Of Data Processing 


NEW YORK—In view of the great 
interest of visiting actuaries in elec- 
tronic data processing equipment, the 
recent International Congress of Ac- 
tuaries held here featured a number 
of papers on these machines and their 
operation. Here are excerpts from 
some of them: 

Robert E. Slater, vice-president 
John Hancock: As an _ organization 
grows, if punched cards are used in 
accounting procedures it becomes nec- 
essary to subdivide the functions into 
smaller and simpler parts, carried out 
by specialists. With specialization come 
departments, department managers, 
and a hierachy of management above 
them. Electronic data processing ma- 
chinery replaces the need for training 
and retraining personnel in the mech- 
anics of doing a given job. An or- 
ganization that grew large and de- 
partmentalized to handle a complicated 
job can be consolidated as computers 
take over more and more of the rou- 
tine work. For routine operations, the 
logical and ultimate end of this trend 
would be a simple organization de- 
voted solely to the care and feeding or 
a large computing center. 


J. J. Finelli, 3rd vice-president Met- 
ropolitan Life: Two years of experi- 
ence with a magnetic tape rapid-cal- 
culating electronic device has intro- 
duced a degree of accuracy hitherto 
unknown and is achieving substantial 
savings in operating costs. Reports of 
death claims, surrenders, lapses, etc. 
are received in punch-card form from 
company departments and head of- 
fices in various cities and are pro- 
cessed to (1) produce classified to- 
tals of transactions, by type and geo- 
graphical area, for use in developing 
state and provincial exhibits of issue 
and in-force and for the policy ex- 
hibit; (2) produce totals of the insur- 
ance in force classified by valuation 
groups for determining the reserve lia- 
bility and for developing various other 
financial and analysis measures; (3) 
control, to a degree, other company 
operations such as_ rechecking pre- 
miums on new issued and establishing 
independently certain amounts author- 
ized for entry into the company books 
on policy payments. 


Manuel R. Cueto, 2nd vice-president 
New York Life: The electronic com- 
puter system has proved a valuable 
tool for opening new fields of endeav- 
or, upgrading clerical opportunities, 
and meeting the personnel shortage so 
widely felt. The extraordinary growth 
of life insurance since World War II 
has caused the computational and rec- 
ord-keeping operations of the life in- 
surance industry to assume staggering 
proportions. The advent of electronic 
processing systems for office use has 
presented to management a timely tool 
that can be used to cope effectively 
and efficiently with this thorny prob- 
lem. 

John W. Ritchie, actuary Sun Life 
of Canada: Once the company decided 
to acquire an electronic data process- 
ing system the staff was assured that 
(1) it would replace the more menial 
types of office work, (2) it was only a 
tool which has to be told in great de- 
tail what to do step by step and this 
would create new positions for people 
with special skills; (3) there would be 
a tendency for jobs to be upgraded 
rather than downgraded; (4) every- 


September Ordinary 
Sales Rise By 28% To 
Peak $3,452,000,00 


Ordinary life sales in September to- 
taled $3,452,000,000, up 28%, setting a 
record for that month, according to 
LIAMA. 

Total life sales were $4,602,000,000, 
up 10%, and also set a record for 
September. 

Group sales came to $633 million, 
down 34%, representing new groups 
set up and not additions to contracts 
already in force. Industrial sales were 
$517 million, down 5%. 

Ordinary life sales in the first nine 
months totaled $32,999,000,000, up 29%. 
Total sales were $47,513,000,000, up 
23%. Group sales came to $9,782,000,- 


000, up 23%. Industrial sales were 
$4,732,000,000, down 3%. 
LIAMA’s figures do not include 


credit life policies. 





Attack On Insurance 
Regulation In N. J. 
Gets Additional Fuel 


NEWARK—tThe attack on New Jer- 
sey insurance regulation, which State 
Sen. Forbes is making a major issue 
in his campaign to succeed Gov. Mey- 
ner, got additional ammunition this 
week in the surprise plea of non vult, 
or no defense, by John R. Cooney, re- 
tired president of the Loyalty group of 
insurance companies of Newark, to one 
of six indictments charging him with 
embezzling $262,206 in company funds. 

Mr. Cooney’s change of his plea from 
not guilty is regarded as helpful to 
Sen. Forbes, a Republican, who called 
the Democratic administration’s han- 
dling of the case a “shocking cover-up 

. with the knowledge of Gov. Mey- 
ner.” 

Named in the indictments with Mr. 
Cooney is John E. Dearden of Phila- 
delphia, publisher of the American 
Underwriter, who handled. public re- 
lations for the Loyalty group. He also 
pleaded non vult. The change in pleas 
came as the men were about to go on 
trial in superior court here. Both ac- 
knowledged that they knew their pleas 
were tantamount to pleading guilty. 
Judge Waugh ruled that he would im- 
pose sentences on Nov. 5. Action on 
the five remaining indictments was 
set for Nov. 8. 


Two Join HIA 


Prudential and Order of United 
Commercial Travelers, a fraternal of 
Columbus, O., have joined Health In- 
surance Assn. of America, bringing 
total membership to 262 companies. 





one would be continued in his job 
with no reduction in salary. Also, a 
run off, department by department, 
with explanations where there were 
questions. “In this way we were able 
to bring into the open certain hidden 
fears of which we had not been aware, 
such as the fear that if one were not 
selected as a programer. all hope of 
job upgrading arising out of the elec- 
tronic data processing system had 
gone.” 

T. N. E. Greville and E. E. Stickell 
of the social security OASI bureau: 
Electronic data processing makes it 
feasible to check errors in account 
numbers without prohibitive cost. This 
would mean a reduction in correspond- 
ence to one-third of what it was for- 
merly, or savings of more than $1 mil- 
lion 2 year. 


October 25, 1957 


SEC Appeals From 
Court Decision On 
Variable Annuity 


WASHINGTON—Securities & Ex. 
change Commission has appealed Fed. 
eral Judge Wilkins dismissal of the 
SEC’s complaint which sought to en- 
join Variable Annuity Life and 
Equity Annuity Life, both of Wash- 
ington, D. C. from selling variable an- 
nuities without conforming with the 
securities act of 1933 and the invest- 
ment company act of 1940. 

The SEC complaint alleged that the 
variable annuity contract is an invest- 
ment contract, a certificate of interest 
or participation in a profit-sharing 
agreement and an instrument com- 
monly known as a security within the 
definition of the term contained in 
the securities act of 1933 and that the 
offer and sale of such contracts was 
subject to the registration provisions 
of that act. The complaint also alleged 
that the companies were primarily en- 
gaged in the business of investing, re- 
investing and trading in_ securities 
within the definition of an “invest- 
ment company” contained in the in- 
vestment company act of 1940 and 
were subject to the registration provi- 
sions of that act. 

The court held that “the logic of the 
law applied to the established facts 
seems to bring the variable annuity 
contract within the purpose and in- 
tendment of the securities act and 
the defendants within the terms and 
plan of the investment company act.” 
However, the court held that because 
the insurance commissioner of the Dis- 
trict of Columbia and the commis- 
sioners of other states where the de- 
fendants were doing business had as- 
sumed regulatory power over the con- 
tracts and the defendants, the McCar- 
ran act prohibited federal regulation, 
and the court therefore declined to 
disturb the status quo by granting the 
injunction request of the SEC. 

The appeal will permit the court 
of appeals for the District of Columbia 
to rule on the applicability of the two 
acts to contracts sold by the two com- 
panies. 

National Assn. of Securities Dealers, 
which intervened on the side of SEC 
in its injunction suit, has already an- 
nounced its intention to file an appeal. 





Umberto Palo Writes Bank 
Telling About His Success 

Umberto A. Palo, Prudential, South 
River, N. J., has written a book, Mo- 
tivation Means Millions, describing 
the sales techniques and philosophy 
which have carried him to success. 

Mr. Palo left school teaching to en- 
ter life insurance at age 44 and pro- 
duced $6 million between October, 
1953, and December, 1956. He is a life 
and qualifying member of Million 
Dollar Round Table. Copies may be 
purchased from Insurance R&R, 123 
West North street, Indianapolis. They 
sell for 80 cents each, and less for quan- 
tity orders. 


Mount Vernon Life 1958 Convention 


Mount Vernon Life will hold its 1958 
convention Nov. 2-5 at Miami Beach. 
The qualifying period runs from last 
March 1 to Aug. 31, 1958. Double cred- 
its will be given to business produced 
during the current 3-month sales cam- 
paign. An estimated 150 field and home 
office personnel are expected to attend. 


N. W. Mutual Holds Seminar 


Sixty leading Northwestern Mutual 
agents from Minnesota, North Dakota 
and western Wisconsin met for a 3-day 
seminar at Minneapolis. Business life 
insurance and estate planning were 
stressed and a pension trust clinic was 
held. Home office executives presided. 














ebrati 
Com 
ing nv 
special 
to east 
have 
Some 
sales | 
plans | 
He « 
has b 
Minne 
across 
to 60 | 


groups 
to live 
cases | 
ment | 
widely 
high a 

Seve 
the ra 
the pa 
forts t 
Johnsc 
nomic 
greate 
growil 
people 
rity o1 
service 
and a 
nies a 
viewit 
ships : 
intere: 


pany 
action 





or 25, 1957 


m 
n 


es & Ex. 
ealed Fed. 
sal of the 
ght to en- 
Life and 
of Wash- 
ariable an- 
| with the 
he invest- 


d that the 
an invest- 
of interest 
fit-sharing 
1ent com- 
within the 
itained in 
d that the 
iracts was 
provisions 
Iso alleged 
narily en- 
esting, re- 
securities 
. “invest- 
n the in- 
1940 and 
ion provi- 


gic of the 
hed facts 
> annuity 
- and in- 
act and 
erms and 
any act.” 
t because 
f the Dis- 
commis- 
2 the de- 
; had as- 
the con- 
> McCar- 
>gulation, 
clined to 
nting the 


he court 
>olumbia 
' the two 
wo com- 


Dealers, 
. of SEC 
2ady an- 
appeal. 


11, South 
ok, Mo- 
scribing 
ilosophy 
ess. 
g to en- 
nd pro- 
October, 
is a life 
Million 
may be 
&R, 123 
is. They 
or quan- 


vention 


its 1958 
- Beach. 
om last 
le cred- 
roduced 
es cam- 
id home 
. attend. 


F 


Mutual 
Dakota 
a 3-day 
ess life 
gy were 
nic was 
resided. 





October 25, 1957 


Insurance Marketing 
Going Through Quiet 
Revolution: Johnson 


A quiet revolution in life insurance 
marketing has taken place in the last 
two or three years, with more changes 
in the total make-up of policies than 
in any previous period of similar 
Jength, President Holgar J. Johnson 
of Institute of Life Insurance pointed 
out to Minneapolis Assn. of Life Un- 
derwriters at its 60th anniversary cel- 
ebration. 

Company efforts to offer an increas- 
ing number of plans created to meet 
special situations and conditions and 
to ease the handling of life insurance 
have borne fruit quickly, he said. 
Some new plans have achieved huge 
sales in a fraction of the time new 
plans usually take. 

He cited the new family plan which 
has been written for some time in 
Minnesota but only recently spread 
across the country. Within a year, 50 
to 60 life companies have adopted the 
plan and sold billions of dollars of it. 

Among other merchandising fea- 
tures either introduced or primarily 
developed in the past few years are 
premium differential by size of pol- 
icy; premium differential by sex; the 
pre-authorized check plan; salary sav- 
ings plans operated through employer 
groups; reduction of group life plans 
to lives of 10 or more and in some 
cases as low as 5; the rapid develop- 
ment of health inSurance plans now 
widely written by life companies, and 
high age limits for issuing policies. 

Several factors have contributed to 
the rapid growth of life insurance in 
the past few years, in addition to ef- 
forts to meet public needs better, Mr. 
Johnson said. He cited sweeping eco- 
nomic changes which have created 
greater family needs and desires; a 
growing psychological urge among 
people to establish their future secu- 
rity on their own; improved sales and 
service efforts among the field forces, 
and a broader recognition by compa- 
nies and agents of the importance of 
viewing all their business relation 
ships from the angle of prime public 
interest. 


Franklin Life Withholds 
Action On Stock Offering 


Franklin Life will withhold action 
on a public offering of capital stock 
until after March 31, 1958, because of 
the possibility of acquiring other com- 
panies within the next few years. 

President Charles E. Becker stated 
in a letter to stockholders that “it 
seems likely that opportunities will 
occur in the next few years to aug- 
ment our size by the acquisition of 
other companies, and any offering of 
additional shares will be largely con- 
tingent upon developments in that 
connection. Any such offering of 
course will involve pre-emptive rights 
to the company’s nearly 15,000 stock- 
holders.” 

The annual cash dividend to stock- 
holders will continue to be paid in 
January, with a 5% stock dividend 
contemplated in June each year, Mr. 
Becker concluded. 








Texas Life Company Is 


Under New Ownership 


Trans-National Life of Tyler, Tex., 
has been purchased by a group headed 
by F. C. Aldrich, who will be new pres- 
ident of the company. W. C. Klein is the 
new secretary. Plans are for head- 
quarters to be moved to Dallas. T.C.V. 
Sedgwick Co., Dallas insurance com- 
pany consultants, handled the trans- 
action. 


LIFE INSURANCE EDITION 
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Gov. Meyner of New Jersey addressing the 60th anniversary dinner of Co- 


lonial Life. Next to him is President Richard B. Evans of Colonial and at the 
right is Insurance Commissioner Howell of New Jersey. “Good relationships 
over the years with state authorities have developed New Jersey’s domestic 
companies into some of the finest and best companies in the country,” said 
Gov. Meyner. He said that during his administration he had the opportunity 
to meet with many of those in the insurance industry in New Jersey and to 
learn at first hand how the business is concerned not only with policyholders 


but also with the general public good. 


Run 6th Indianapolis DITC Course 


Indianapolis Assns. of Life and A&H 
Underwriters are sponsoring their sixth 
disability insurance training council 
course at Butler university. No other 
city has run as many courses or as con- 
tinuously since DITC was formed. In- 
dianapolis General Agents & Managers 
Assn. and CLU chapter endorse the 
singe The present one will run until 

ec. 19. 


New Life Company In S. C. 


National Savings Life has been or- 
ganized as a subsidiary of National Fi- 
delity of Spartanburg, S.C., which 
writes fire and casualty lines in seven 
southeastern states. 

The life company, licensed to write 
all life coverages, will have its home 
office in Spartanburg. Officers are the 
same for both companies. A. D. Cubb 
Jr. is president and chairman. 


COMMONWEALTH 
LIFE: 


INSURANCE COMPANY 






e One of the Nation’s bil- 
e  lion-doHar companies, 
e with more than 1000 suc- 
e cessful Fieldmen .. . in 
e seven States ... from the 
Great Lakes to the Gulf 
Coast. 


HOME OFFICE: 


| Commonwealth Building 
Louisville 


The Tallest, Finest Office 
Building in Kentucky 


Banker Hits Creeping 
Inflation Advocacy: 
‘Policy of Cheating’ 


“Inflation victimizes all those 
place their savings ‘in money 


who 
and 


money-repayable contracts. The loss 


begins with the very coins and cur- 
rency in the pockets and tills of our 
people. A large group of victims is 
thus found among the poorest and 
least prescient members of our so- 
ciety” said Malcolm Bryan, president 
of Federal Reserve Bank of Atlanta, 
in his address on “The Idea of Creep- 
ing Inflation’ delivered before the 
Financial Section of American Life 
Convention at the annual meeting in 
Chicago’s Edgewater Beach hotel. 


. oe e 


Mr. Bryan stated that the idea that 
creeping inflation is, first, inevitable, 
then necessary to the successful man- 
agement of our economic affairs, and 
finally desirable—for economic growth, 
among other things—is nowadays 
being preached with evangelical zeal. 
He called for an examination of the 
policy of creeping inflation and said 
that we must see clearly that “what 
is being asked, when we are now urged 
to a policy of either intentional or 
connived-at inflation, is that we sell 
our honor.” He said that a creeping 
inflation of 3 or 4% a year is “a policy 
of cheating that simply does not repre- 
sent a principle of conduct that can be 
assimilated to a free and economically 
efficient society.” 

Mr. Bryan said that “vital to a free, 
democratic and efficient society is the 
existence of honesty as between man 
and man and between governments 
and people.” And he further stated 
that the stable value of money is nec- 
essary to this end. 

Mr. Bryan examined the contention 
of the advocates of creeping inflation 
that if we had a stable dollar we 
would also have intolerable unem- 
ployment and that we need a small 
but steady inflation to keep the econ- 
omy growing and pointed out that 
“one of the dangers of creeping in- 
flation is that it tends to become run- 
ning or galloping inflation” as histor- 
ical experience shows. 

In addition, inflation creates a mass 
of beneficiaries who scream to heaven 
for the continuation and increase of 
their benefits. The will of govern- 
ments to resist inflation and its in- 
crease is often weakened because, un- 
less they be exceedingly fortunate in 
their tax structures, their mounting 
expenditures tend to outrun their re- 
venues, by the very reason of the 
inflation 


Mr. Bryan said the chief point in 
a creeping rather than a running in- 
flation is the cynical supposition that 
considerable numbers of money savers 
will be too stupid to realize what is 
happening to them or can be anes- 
thetized, possibly by exhorting them 
on the virtues of thrift while the op- 
eration is being performed. For it is 
the savers who are penalized when 
money becomes less valuable between 
the time it is earned and the time it 
is spent. 

In conclusion, Mr. Bryan made the 
point that although there will proba- 
bly always be a few rascals among us, 
the society can still survive. But the 
survival of a free, democratic and ef- 
ficient society is not to be hoped for 
if the breaching of mutual trust is to 
be made a principle of conduct. 





American Life of New York has 
been licensed in California. 
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Panel On Substandard 
Indicates Companies 
Advance In This Area 


Five executives of companies selling 
substandard A&S told how they are 
operating in this field during a panel 
presented at the annual individual in- 
surance forum sponsored by Health 
Insurance Assn. of America at New 
York. 

The speakers commented on their 
problems and told how they are meet- 
ing them. Their remarks indicated 
that the companies feel they are ap- 
proaching the substandard A&S field 
soundly and will continue to expand 
in this direction. 

The main problem encountered in 
the substandard field is the one of 
marketing, Fred T. McCann, superin- 
tendent of the substandard division of 
Continental Casualty, said. A company 
must first determine if it is going to 
be active or passive in merchandising. 

Passiveness is when a company on- 
ly attempts to write substandard risks 
obtained from post-claim underwrit- 
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ing and normal rejections on standard 
business. The active is when a compa- 
ny aggressively seeks all this type of 
business that is available from al 
markets on a new business basis. 

Mr. McCann said Continental Cas- 
ualty uses the active approach, sol- 
iciting business not only from the 
standard agency plant but also from 
any agent, direct or on a brokerage 
basis. He pointed out this position 
is logical because substandard busi- 
ness is more or less proportional to 
the volume of regular A&S and hos- 
pitalization written by any one agen- 
cy or individual. 

No special forms or special under- 
writing techniques beyond a more 
careful than usual appraisal of risks 
are utilized by Guardian Life in is- 
suing substandard A&S, Gerald S. 
Parker, A&S_ secretary, said. This 
more than usual risk appraisal, how- 
ever, does involve consideration by 
the company’s more experienced un- 
derwriters and closer medical evalua- 
tion. Guardian Life uses attending 
physician’s statements freely, and 

(CONTINUED ON PAGE 17) 


SOMETIMES IT’S TOUGH 
ON COPY-WRITERS... 


Here we are, headed for Five Billions in force sometime in the 
next few months, and it ought to make good copy. 


We thought maybe we could say we will have done it quicker 
than anybody else, but the records show the Lincoln National and 
the Occidental started a few years after we did. 


We might say it had been done without Group or Reinsurance 
. .. but we do carry Group on our own employees although we 
do not sell it otherwise, and back about 1915 we bought a small 
company called the Arkansas Life. 


Oh, well, it’s a pretty good record, anyway. By the end of 1956, 
only 14 other companies in the U.S. and Canada had ever done it. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


FTC Has Only Limited 
Jurisdiction Over A&S 


Advertising: Gwynne 

WASHINGTON—Chairman Gwynne 
of Federal Trade Commission takes 
the position that FTC has only lim- 
ited jurisdiction over A&S_ adver- 
tising, according to a recently released 
report of the commissioners’ appear- 
ance before the House interstate and 
foreign commerce committee. 

Mr. Gwynne told the committee that 
he, another commissioner and a former 
member believe the McCarran act 
means that FTC lacks jurisdiction 
where states have regulatory laws. 
However, the commission does have 
“some jurisdiction” in states lacking 
laws on the subject. FTC could take 
action on insurance advertising where 
it is not covered by state laws. 

The difficulty is due to the meaning 
of the McCarran act. Whether the law 
should be amended depends on what 
Congress wishes to do about insur- 
ance. If Congress wants to bring in- 
surance under federal control more 
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broadly than it is now, then the at 
is inadequate. 

Rep. Wolverton of New Jersey, {op. 
mer committee chairman, said he dig 
not know there was any limitation i, 
the McCarran act that would pyre. 
clude FTC from dealing with cases of 
deceptive insurance advertising. Th, 
act was never intended to give insy,. 
ance companies freedom to say and do 
as they pleased, as far as the federa} 
government is concerned in the uitijj. 
zation of its commerce clause. 

Mr. Gwynne replied that the cour 
have already settled the question, He 
referred to the Prudential vs Benjamin 
case where U. S. Supreme Court indi. 
cated that federal law is applicable tp 
the extent that the business is ng 
regulated by state law. 

He said he understood the majority 
view of FTC is that the commissigg 
has an overriding jurisdiction over jp. 
surance throughout the country, des 
pite the McCarran act. 













FTC Hears Argument In 
Life Of America Appeal 


WASHINGTON—Federal Trad: 
Commission has heard oral argument; 
in the appeal by Life of America, Wil. 
mington, Del., from Examiner Laugh. 
lin’s initial decision that the compa- 
ny’s A&S advertising contained de. 
ceptive information. The commission 
took the case under advisement. 

Arguments by lawyers for both 
sides took 35 minutes, shortest time 
on record for any such hearing. A, 
Alvis Layne, counsel representing the 
insurer, contended the advertising 
was not deceptive. He said the compa- 
ny had complied with the FTC trade 
practice rules. John W. Brookfield, 
FTC attorney, opposed the appeal. 

Some observers do not expect the 
commission to dispose of this case and 
others appealed from hearing examin- 
ers’ initial decisions until the U. S. 
Supreme Court passes upon the Amer- 
ican Hospital & Life and Nationa! 
Casualty cases. FTC asked the court 
to review these cases after circuit 
courts of appeals decided in favor of 
the companies. 





California-Western States Life has 
written a group life policy on 80,000 
Pacific Gas & Electric Co. employes. 
The coverage comes to an estimated 
$400 million. Reinsurers are Metropol- 
itan Life, Pacific Mutual, Standard of 
Oregon and Travelers. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Oct. 22, 1957 































Current 
Bid Asked 
Aetna Life 158 164 
Beneficial Standard 15 16 
Business Men's Assurance ......... 66 69 
Cal.-Western States oi... 84 86 
Columbian Nationa! ..... 70 5 
Commonwealth Life ...............006 20 21 
Connecticut General. .................. 230 235 
Continental Assurance ................. 94 99 
Franklin Life o.....c.cccccsssssssssesssessesses 5612 59 
Great Southern Life ............0....... 73 11 
Gulf Life 2042 22 
Jefferson Standard... 72 16 
Kansas City Life 200... 1080 1120 
Life & Casualty oo... 18 19 
Life of Virginia oo... esses 97 100 
Lincoln National ..........ccccscseee 160 165 
National L. & A. ....... 89 92 
North American, III. 17% 18% 
N. W. National Life 80 84 
Ohio State Life ... 260 280 
Old Line Life ...... 46 50 
Republic Natl. L 3742 39 
Southland Life... 15 80 
Southwestern Life .. 100 104 
Travelers 6912 1 
United, Il. 20% 21% 
U. S. Life 24 25% 
West Coast Life ......cc.ccccsssssesseeseese 4242 44 
Wisconsin National  ...........c0 63 70 
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R. Edwin Wood, Phoenix Mutual, 
San Francisco, has written THE Na- 
TIONAL UNDERWRITER about the jumbo 
group problem. Mr. Wood was recent- 
ly elected a trustee of National Assn. 
of Life Underwriters and is a past pres- 
ident of the California association. Here 
is his letter: 

In the main I like your editorial, 
“No Time for Samsons,” in the Sept. 
20 issue of THE 
NATIONAL UNDER- 
WRITER. Ill buy 
most of what you 
say on the jumbo 
group insurance 
issue. 

However, some 
of the boys out 
here get the im- 
pression that you 
have misunder- 

see — the Cali- 

; ornia association 
R Edwin Woed policy and proce- 
dure on this issue. While I can’t speak 
for the state association, I do want to 
give you my own impression of where 
we stand. 













1. Drastic action is called for. We 
fee] that if practical limits on group 
insurance are ever to become a reality, 
something realistic must be done and 
done quickly. We detest federal legis- 
lation on this issue for all the reasons 
that have been so amply aired. On the 
other hand, we can’t see where other 
answers are getting any practical re- 

Its. 

a We insist upon operating “through 
channels.” If you will read the Cal- 
ifornia resolution you will see it was 
directed to the national association 
and we here in California are very 
willing to be guided by the decision of 
the parent body. We would absolutely 
oppose any individual taking action 
not in line with NALU policy. 

3. We are willing to give the new 
“high level” committee an opportunity. 
“Something new has been added” in 
the new “high level” negotiation which 
we are hopeful will be more fruitful 
than past similar negotiations by prior 
committees. We would much prefer 
this problem be solved within our in- 
dustry by realistic action between com- 
pany organizations and field forces. 

Personally, I would question the 
company organization philosophy 
which says that “we can’t bind our 
members to our policy any more than 
you can bind your members to NALU 
policy.’ There are undoubtedly some 
members of NALU who would oppose 
any group limits. However, it is offi- 
cial policy of NALU to support group 
limits in the various state legislature 
and the opposition of any individual 
does not interfere with the promotion 
of legislation by NALU. 

On the other hand, the company or- 
ganizations have adopted a policy re- 
garding jumbo group insurance. They 
refuse, however, to promote that pol- 
icy in states where member companies 
are not in agreement with the policy. 
It seems to me that if the leaders in 
the company end of our business de- 
cide that group limits are good for the 
public and the industry, that the com- 
pany organizations should promote 
those limits irrespective of the atti- 





New Fla. Home Office Underwriters 
Assn. Elects Thompson President 


Florida Home Office Underwriters 
Assn. has been organized. Officers are 
Kenneth R. Thompson, Southeast Life 
of Miami, president; Perry F. Wysong, 
Home Owners Life of Ft. Lauderdale, 
vice-president, and Zella Kolber, Sea- 
board Life of Miami, secretary. 

le Brewer, underwriting vice- 
president of Republic National Life, 


R. E. Wood Clarifies California Stand 
On Seeking Federal Anti-Jumbo Action 


tude of individual companies in any 
specific state. 

The alternative to such a procedure 
is that one or two companies in a 
given state, for example, California, 
can nullify the company organization 
policy in that state. This leaves NALU 
alone to promote group limit legisla- 
tion against strong opposition of large 
employer organizations and the one 





or two local life insurance companies 
that may be strategically connected in 
our legislative halls. Then, because 
California does not pass legislation, 
New York and Michigan understand- 
ably do not pass legislation. The ef- 
fect is that the policy which has been 
reached after long and careful con- 
sideration is completely nullifed in 
two or three key states and, for that 
matter, throughout the nation, by one 
or two minority companies. 

It is difficult to see how we shall 
ever get workable limits under such a 
plan. As long as a single company can 


5 


ignore the limits, competition between 
companies will force them all to ignore 
limits. NALU is willing to limit all of 
its members in writing group insur- 
ance. When the company organizations 
will do the same, this problem will 
be solved. 

P.S. Since the above was written I 
have read your editorial in THE Na- 
TIONAL UNDERWRITER of Sept. 27. Let me 
say that I think you are strictly on the 
beam in that editorial and in line with 
the policy of the California associa- 
tion as I see it evidenced in this letter. 








THANKS A BILLION... 





will address the Oct. 23 meeting at 


We take this opportunity to 
thank our Policyholders, Agents 
and General Agents 

as well as those Brokers 

and Surplus Line Writers 


who helped us achieve 


Over A Billion Dollars 





of Insurance in Force 





Our 2nd § Century 


THE MANHATTAN LIFE 
INSURANGE& COMPANY 






HOME OFFICE: 120 West 57th Street, New York 19, New York 








Candlelight restaurant, Coconut Grove. 
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Award 67 Designations 
At N.Y. CLU Luncheon; 


Sen. Javits Gives Talk 

New York City CLU chapter pre- 
sented CLU designations to a record 
67 persons at the annual conferment 
luncheon at Waldorf Astoria hotel. A 
record 300 attended. 

Eugene C. DeVol, general agent of 
Nationa] Life of Vermont at Philadel- 
phia and president of American So- 
ciety, presented the candidates. Davis 


HeNATIONAL UNDERWRITER 


W. Gregg, president of American Col- 
lege, delivered the charge. Bernard 
M. Eiber, general agent of Mutual 
Trust Life in Brooklyn and president 
of the chapter, presided. 

Guest speaker was Sen. Javits of 
New York, who spoke on national se- 
curity. He expressed admiration for 
the ambition of those who attain the 
CLU designation. It represents a pro- 
fessional competence needed in all 
walks of life. Life agents deal in fam- 
ily security. 



















FOUNDED 
1894 


F YOU aim to have your own agency you Can Score a 
hit because with State Life you'll find just what 
you've been hunting . . . an unusually generous contract 
. . . thorough training programs . . . helpful recruiting 
aids . . . hard-hitting merchandising assistance ... anda 
complete line of modern policies. Write for details today. 


Dint H. Lucus— Director of Agencies 


The 
wu STATE LIFE 
comany Insurance Gompany 
Indianapolis 








Consumers Play Big 
Part In Combatting 
Inflation: Johnson 


An important part of the solution to 
the present problem of creeping infla- 
tion lies in the hands of consumers 
through restraint and wise use of pur- 
chasing power, President Holgar J. 
Johnson of Institute of Life Insur- 
ance declared at a Houston CLU 
chapter dinner meeting. 

The current situation with respect 
to prices and inflationary pressures is 
the result of a public willingness to 
buy at almost any price, creating a 
great demand for things when there 
is a shortage of labor, thus providing 
an opportunity for management and 
labor to be less concerned with prices 
and costs. 

The life insurance business has un- 
dertaken its anti-inflation campaign to 
help provide additional aids in which 
the public as consumer, saver and tax- 
payer can make an important contri- 
bution toward holding the line on 
prices and helping to preserve the 
purchasing power of the dollar, Mr. 
Johnson said. 


A dollar of stable purchasing power 
is essential to the fullest realization 
of the purposes for which life insur- 
ance is acquired, whether it is to pro- 
vide funds to hold the family together 
in the case of death or emergency, 
money for the education of children, 
income for retirement and to help 
maintain financial independence in 
old age. Inflation is the archenemy of 
security, and thus of all the inherent 
values in life insurance and of all 
savings. In its broader workings and 
manifestations, inflation is destructive 
of all basic values, social and moral 
as well as economic. 

Life companies and their agents 
have long recognized that they have 
a moral obligation to policyholders to 
help safeguard the buying power of 
their protection from the erosion of 
the buying power of the dollar. Thus, 
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we’re no fairy godmother, but... 


we think we’ve got something that will help you turn your 
present “pumpkin” into a “golden coach.’’ Look at these facts: 
1. We've got the top agency building contract for the man who wants to build 
an agency of his own. 
2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 
3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 
We have several excellent territories still available in the United States and Canada. 
If you're interested in an agency of your own with an expanding organization, write 
today to Robert O. Shepler, Field Director, The Maccabees, Maccabees Building, 
Detroit 2, Michigan. 


MACCABEES — «a Life Insurance Saciely 
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the reaction of the life insurance bygj. 
ness to the growing inflation threat 
was natural and inevitable under the 
circumstances, and in keeping with 
long and deeply held convictions. 


It is a question whether saving alone | 
can halt inflation, he said. However | 
thrift is a traditional anti-inflatio, | 


antidote of proven worth, and more of 
it would prove welcome and effective 
in an economy dominated by free 
spending-borrowing attitudes ang 
straining at its limits of manpower 
materials, and _ financial resources, 
More saving and less spending, ang 
more restraint all around, would help 
to counteract these trends, and thus | 
contribute toward stability. 

The country needs more saving ij 
it is to continue to grow on a sound 
basis. The tight money story in itse} 
simply means there are not enough 
savings to meet the capital and invest. 
ment needs of an expanding economy, 

During his Houston visit, Mr. John. 
son also addressed the Rotary clu 
on the social responsibility of busj- 
ness as a member of*the community, 


He commented on the part that life | 
insurance plays in fighting the rising | 


price spiral. 


Great Agents See Main 
Competition In Other 
Uses For Money: Pille 


Great life insurance salesmen see 
the competitive market as the other 
uses man has for his insurance dollar 
and not as one created by other agents, 
President Richard E. Pille of Security 
Mutual Life of Binghamton, told the 
annual convention of his company at 
Miami Beach. 

They consider competition to be 
what an agent runs into if he does 
not get there first. They have quit 
worrying about the other agent and his 
proposals. They worry only about the 
many proposals a man gets for him- 
self and his family for spending mone; 
for things like cars, vacations, cloth- 
ing and appliances. They concentrate 
on influencing clients to act at onc 
on building protection and security to 
guarantee these other proposals when 
needed more later, Mr. Pille said. 

Great salesmen also are _ tremen- 
dously loyal to their clients and com- 
panies, They know the client's per- 
manent best interests are served best 
when their company’s interests are 
served best. 

They possess deep convictions about 
the value of their product, the market 
for it and their own careers in the 
business, he said. 





Appoint H. L. Feay Principal 
Actuary Of E. P. Higgins & Co. 


Herbert L. Feay has been appointed 
principal actuary of E. P. Higgins & 
Co., consulting actuaries and public 
accountants of Philadelphia. 

Mr. Feay has done private counsel- 
ing on pension plans for three years. 
He previously was actuary of Man- 
hattan Life and was principal actuary 
in the New York department for 2 
years. He has three brothers in the, 
business. Dallas Feay is actuary an 
assistant vice-president of Companiol 
Life, Maurice is assistant actuary 2 
Prudential’s group annuity division 
and Arthur is a statistician of Occl- 
dental Life of California. 





Old Republic Life of Chicago wil 
pay a quarterly dividend of 20 cents #0 
stock of record Oct. 18 and an extra 
20 cents Dec. 16 to stock of record 02 
Dec. 5, which will give effect to the 
resolution adopted in April to pay fou 
dividends per year. 
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spectively. Mortality from pneumonia 
and influenza dropped 12%. Tubercu- 
losis mortality continued to decrease, 
reaching an all-time low of 7.2 per 
100,000. Measles, whooping cough, 
scarlet fever and diphtheria also re- 
corded a new low death rate. The 
mortality from acute poliomyelitis was 
extremely low, with only three deaths 
among Metropolitan’s industrial poli- 
cyholders. Fatal accidents also were 
somewhat lower than in 1956. 


Follmann Says Dental 
Care Might Be Included 


In Major Medical Cover 


Any public desire for prepaid dental 
care insurance might be met by in- 
cluding it as part of major medical, 
rather than as a separate policy, Jo- 
seph F. Follmann Jr., director of in- 
formation and research of Health In- 


LIFE INSURANCE EDITION 


Tex. Board Sets 
Hearing On Life, 
Annuity Policies 


An open hearing to consider regula- 
tions dealing with life and annuity pol- 
icy forms has been called by Texas 
department for Oct, 28. Thirteen types 
of policies that are “not subject to ap- 
proval” under the Texas code because 
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they contain provisions which encour- 
age misrepresentation or are inequi- 
table or misleading will be discussed. 
Some of the forms to be discussed in- 
clude tontine or semi-tontine features, 
certain types of profit sharing agree- 
ments, and any life or annuity con- 
tract not complete in itself. 

More than 600 companies and or- 
ganizations have been invited to par- 
ticipate ‘in the hearings. 





surance Assn. of America, said at the 
annual conference of Council on Em- | 
ployee Benefit Plans at Hotel Com- | 6 
modore at New York. 

While such a plan has not been at- 
tempted, some possibilities would seem 
to present themselves in this direc- 
tion, he said. The more serious and 
costly forms of dental care could be 
included in a medical care program, 
leaving the more routine, less costly 
and luxury forms of dental care to be 
borne by the individual. Such a plan 
would have the added virtue of not 
segmenting dental care costs from oth- 
er costs for medical care, since to the 
individual pocketbook they become to- 
tal cost. | 

However, insurance or prepayment | 
for general or comprehensive dental 
care on a broad scale does not appear 
to be on the immediate horizon. It 
probably will await greater public 
demand. Progress can be expected to | 
proceed in an orderly manner, starting | 
first with coverage for oral surgery | 
and other costly procedures on a 
scheduled basis. 


Speaking of the problem which in- 
itial dental care or care for the ac- | 
cumulated needs can present to in- 
surers, Mr. Follmann was confident | 
that means probably can be found to. 
cope with this. Maintenance care also | 
presents problems but ones which are | 
not unique to dental care and, hence, | 
subject to solution. 

Group coverage for dental care costs | 
would appear to be feasible from an | 
operational standpoint when there is a 
public desire to purchase it. How-| 
ever, individually sold dental insur- 
ance as a separate coverage may | 
prove somewhat impractical because | 
of initial and continuing anti-selection 
or until dentistry becomes automati- 
cally accepted as part of medical care 
insurance. 

Among alternate approaches to an 
insurance or prepayment program 
which might be taken, he included | 
the development of post-payment plans 
for financing dental care or the provi- 
sion of dental care on a direct basis by 
employers or labor unions. Post-pay- 
ment plans are commensurate with 
installment buying which plays a basic 
and increasing role in the national 
economy. Such plans tried for dental 
care vary in nature and degrees of 
success or failure. A recent study of | 
employer-provided dental care indi- 
cated a lack of uniformity in the pat- 
tern of services. Some of these plans | 
emphasize emergency care and educa- | 
tional programs, others stress repair 
and replacement, and still others point | 
up education, examination, and refer- | 
ral to the family dentist. 

There seems general agreement in| 
the dental profession that where such | 
plans emphasize education and refer- 
ral and are well operated, they can be 
of appreciable value, he concluded. 





Met Life Industrial Mortality Was 
6.6 Per 1,000 In First Six Months 

._ Mortality among Metropolitan Life’s 
industrial policyholders in the first six 
months was 6.6 per 1,000, recorded in 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Spacek’s life insurance policies with 
this company are an important part of his personal estate. 


MILWAUKEE, WISCONSIN 


How does your life insurance look 
on today’s balance 


sheet? 


A reminder 
for men who are making progress 
from 
LEONARD SPACE K 
Managing Partner, Arthur Andersen & Co. 


“N° PRUDENT INVESTOR would base his 
appraisal of a company on a finan- 
cial report that was several years old. 
We know that conditions can change ~ 
quickly. That’s why up-to-date figures 
are so necessary. 

“We would do well to exercise the 
same care in appraising our personal 
financial condition—particularly life in- 
surance. A man who provided for his 
future needs and family security several 
years ago may find that his situation has 
since changed. It is quite likely that he 
will have set up new goals and taken on 
new responsibilities—perhaps without 
realizing the need for added life insur- 
ance protection. 

“If you suspect that this might have 
happened to you, the first thing to do is 
to consult a qualified life insurance agent. 
He will be glad to analyze your needs. 
His skill and experience will enable him 
to show you the easiest way to bring 
your life insurance back into balance 
with today’s conditions.” 





A CENTURY 


OF SAFEGUARDING TOMORROW 


IRTHS, deaths, marriages, taxes are all 
reasons why you should review your life 
insurance program at least every two years. 
You'll find real assistance when you call 
upon a Northwestern Mutual agent. He is 
well trained to advise you. His company, now 
celebrating its 100th year, is one of the world’s 
largest ...and offers the new Quantity- 
Earned Savings (QES) for lower-than-ever 
net cost onall types of policies, $5,000 and up. 


KARSH, OTTAWA 


Zhe NORTHWESTERN MUTUAL ZL Aesurance Company 





the first half of last year. 
The cardiovascular-renal diseases 
and cancer increased 2 and 4%, re-' 
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THE FIRST TIME ANYWHERE — 








For groups of 10 to 50 employees 


© Disasiiry wr: 
°° DEATH BY ACCIDENT 
oce Dismemserment 
ond o new 


EXECUTIVE “2 & 5 YEAR” 
FEATURE 


Didone’ 





— All of these 3D features for 
groups of 10 to 50 employees 
in this pocket-size kit: 


$60 maximum weekly time- 
loss benefit for 13, 26 or 52 


weeks. 


Benefits begin Ist day acci- 
dent or 8th day sickness—Ist 
day hospitalization, accident 
and sickness. 


$1,000 Accidental Death and 


Dismemberment — 








— and — 


— For executives— $100 weekly time- 
loss benefit for maximum of 2 years 
sickness or 5 years accident; wide 
selection of benefit waiting periods 


up to 90 days. 
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INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE « LOS ANGELES 
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THE R & R FIGURING BOOK 


Here’s a sales tool that collects, under one 
cover, tables to speed your programming job 
and to add the weight of “actual figures” to your 
presentations. 70 programming and option ta- 
bles ready for instant use! Saves hours and 
hours of your time! 


Every underwriter who does any figuring 
should have a copy in his office and in his brief 
case. 8% x 11, 68 pages, fully indexed. Single 
copy, $1.85; 2-9 copies, $1.75 ea. 
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Increased Savings 
Best Inflation Cure, 
Dodson Tells Agents 


“The best single cure for inflation is, 
and always has been, an increase in' 
Savings,” M. Rey 
Dodson, president 
of Ohio National 
Life, told agents 
and general 
agents of the com- 
pany at a series of 
regional sales 
meetings in Pitts- 
burgh, Spokane, 
Santa _ Barbara, 
Dallas, Omaha, 
Lansing, and Chi- 
cago recently. 

Speaking on 
business trends, particularly in life in- 
surance, Mr. Dodson commented that 
present high interest rates encourage 
savings, which will in turn lead to pur- 
chase of more life insurance. “There is 
no need to worry about the so-called 
tight-money situation,” he added. “If 
it helps to discourage inflation and in- 
crease savings, we will all profit by it.” 

Mr. Dodson went on to explain to 
the agents Ohio National’s family cir- 
cle plan, automatic bank check plan, 
the new rate book, simplified policy 
forms and other recent changes made 
by the company. 

Others participating in the program 
included N. E. Glassbrook, a director 
and retired division manager; Frank 
Johnson, director of agencies; George 
Grace, director of group and pension 
sales; Luke Benten, assistant director 
of agencies and Sam Osborn, director 
of sales promotion. Field representa- 
tives from each of the regions parti- 
cipated in sales and underwriting pan- 
els at the various meetings. 





M. Rey Dodson 





Charges Mass. Pays For 


Group On Non-employes 


Auditor Buckley of Massachusetts 
has charged that the state is contrib- 
uting toward employes’ group life cov- 
erage for 58 persons who are not state 
employes. 

In his annual report again criticiz- 
ing the group life policy on 30,000 state 
employes, Mr. Buckley said the plan 
was not set up to include non-employes 
who entered into work contracts with 
the state. The state and the employes 
share the premium costs equally. 

He renewed his charge that Massa- 
chusetts savings bank life insurance 
had been discriminated against when 
the group contract was awarded to a 
private insurer. He called for a new 
contract based on “open competitive 
bidding.” 

He said the state employes’ group 
insurance commission needlessly paid 
an outside accounting firm $5,500 to 
bring records up to date, when it ac- 
tually was a duplication of work per- 
formed by staff accountants in the 
auditor’s office. 





N. Y. Life Grants $5,000 
To University Of Arizona 


New York Life has awarded Uni- 
versity of Arizona a $5,000 grant which 
is subject to renewal for two addi- 
tional years. 

The grant will make possible an 
expanded and strengthened insurance 
education program within the univer- 
sity’s college of business and public 
administration and in the state. Nes- 
tor R. Roos, assistant professor of busi- 
ness administration will be in charge 
of the project. General areas to be 
stressed include specific research proj- 
ects, lectures and publications for in- 
surance people and a series of pro- 
grams for insurance buyers. 
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Ga says: 
|) 


planning 
that turns 
prospects 
into 
clients.” 


It takes thoughtful planning 

to produce anything worthwhile— 
from a best-selling novel to a 
slum-clearance program. And 
Mutual Benefit Life’s basic 
philosophy holds that any man’s 
financial future deserves the same 
careful planning. All Mutual Benefit 
Life representatives like 

Mrs. Theresa Castelluccio of 
The Lee Nashem Agency, 

New York City, believe this, too— 
and are thoroughly trained to put it 
into practice. We think it’s a major 
reason for their success with the 
clients they serve . . . clients who 
know that a policy is no 

substitute for a plan. 





The Mutual Benefit Life 


Insurance Company. Newark, N. J. 
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Group Need Not Impair 
Demands For Services 
Ot Agents: Fitzgerald 


Although the addition of group life 
to the individual’s financial program 
involves little or none of the personal 
relationships with the agent, these re- 
Jationships will not disappear as long 
as people like CLUs continue to ac- 
quire knowledge and assume their re- 
sponsibilities. ; 

President Edmund Fitzgerald of 
Northwestern Mutual pointed this out 
at the annual conferment luncheon of 
Los Angeles CLU chapter. Those who 
fear that group will seriously impair 
demands for agents’ services show evi- 
dence of having lost their faith and 
lowering their aims. 

To the extent that the industry al- 
lows increased emphasis on group term 
and other plans which play down or 
decrease the traditional use of life in- 
surance as a tested savings medium, 
Mr. Fitzgerald said, it fails to meet a 
responsibility to combat inflation. 

Although valuable, too many market 
studies present their results as if life 
insurance purchases were somehow 
spontaneous or resulted from heredity, 
education or economic laws. However, 
how people think about, buy and keep 
life insurance depends primarily on 
the source of their information—the 
agent, Northwestern Mutual’s market 
studies are based on the fact that the 
agent himself is the market because 
the market transactions come into be- 
ing through his mind and his resulting 
activity. 

CLU students refine their ability to 
help other people make decisions in an 
important area where the complexities 
of modern life make it difficult or im- 
possible for them, on the basis of a 
general education, to make these par- 
ticular decisions themselves, Mr. Fitz- 
gerald said. The nature of these de- 
cisions determines the scope of the 
CLU studies. 

A prime characteristic of these stud- 
ies is the great breadth and diversity 
of problems requiring decisions in this 
field. Not only must the CLU have 
knowledge in many areas, but he also 
must form them into an organized and 
usable system in his mind. Another 
important characteristic of the CLU 
program is its foundation of ethical 
responsibility. With success depending 
on continued public confidence, moral 
concepts must permeate the entire pro- 
gram. Work must be honestly done, re- 
wards must be based on performance 
and prestige must relate to activities 
that objective men of knowledge and 
goodwill will accept as being serious 
and worthy, he said. 

Robert L. Woods, general agent of 
Massachusetts Mutual at Los Angeles 
and 2nd vice-president of American 
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expenses once in each calendar year, 
and thereafter the company pays 80% 
of all covered expenses. There is no 
time limit within the year in which the 
deductible expenses must be incurred. 

The company is also offering a new 
major hospital plan in which 80% of 
hospital and surgical expenses in ex- 
cess of those paid under a basic hospi- 
tal policy plus a $100 deductible are 
reimbursed up to a total payment on 
the excess of $5,000 from each accident 
and cause of sickness. The basic policy 
has benefits up $20 for hospital, $400 
for miscellaneous hospital expenses 
and a $300 surgical schedule. 


Society, presented CLU designations to | 


30 men from the southern California 
area. 


West Coast Life Offers 


Clarence J]. Daly Named 
Capitol Lite Chairman; 
Shortall Is President 


Clarence J. Daly, president of Cap- 
itol Life of Denver since 1921, has 
been named chairman of that com- 
pany, and Thomas F. Shortall, a di- 
rector, has succeeded him as presi- 
dent. Mr. Daly’s father, Thomas F., 
founded the company in 1905. 

In other changes, Linwood Meacham, 
director of agencies, has been named 
vice-president and a director and along 
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with Dr. John M. Foster, medical di- 
rector, has been added to the com- 
pany’s executive committee. William 
F. Schmausser, who has been with 
Capitol since 1912, has retired as vice- 
president but will remain as a di- 
rector and financial consultant. 

Capitol Life, with assets of $37 mil- 
lion and insurance in force at $225 
million, was acquired by Associates 
Investment Co. last February. 


Petroleum Life has been organized at 
Lafayette, La. Simon Domingue is 
president and chairman. 


good field men are made, not born! 


Believing this program to be second to none in its realis- 
tic approach to the requirements of the sales and field 
management jobs, we say that today 

Berkshire presents the greatest potential 

for personal growth in the industry! 


New Major Medical Plan 


West Coast Life has introduced a 
guaranteed renewable comprehensive 
major medical policy, available on a 
participating basis to individuals or 
families for persons from age three to 
60, renewable at age 65 and optionally 
renewable thereafter. Maximum bene- 
fit for each accident and cause of ill- 
ness is $7,500, with an aggregate maxi- 
mum benefit of the same amount pay- 
able for all medical expenses after age 
65. Dependent children are covered to 
age 21 or 25 if attending school. 


Special feature of the policy is a ini 
calendar year deductible, either $250 Our field management training program has also been care- 


or $500. Under this feature, the deduct- fully planned to develop skills and techniques — in recruit- 
ible is charged against total covered ing, Selection, training and supervision. 


We have developed and are continually implementing for 
Berkshire’s career underwriters and field management a 
“track to run on” which is clear and straight in the direc- 
tion of success. 


Our sales training track was built with full understanding 
of the importance of knowledge and technical competence 
but places dramatic emphasis on the development of sales 
and self-organization skills. It is geared to the concept that 
the function of the field underwriter is to counsel and serve. 
It is implemented and expressed in Berkshire’s outstanding 
copyrighted sales tool, “Money When It’s Needed”. 


ERK SHIRE 
LIFE INSURANCE Co. 
Life, Accident & Sickness, Pension Plans, Annuities 
W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY « 1851 
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X-17 And The ‘Gouge’ Myth 


Entirely aside from its other virtues 
or faults, the proposed X-17 mortality 
table seems to be a potential hot potato 
from a public relations standpoint. 
Listening to friends and foes of the 
table debate its adoption, as they did at 
the recent annual meeting of American 
Life Convention, you get the uneasy 
impression that the life insurance in- 
dustry could be working itself into 
something of a “damned if you do and 
damned if you don’t” position with re- 
spect to seeking legislation permitting 
the use of X-17. 

And vividly spotlighting the public 
relations problem in all this is the re- 
cent publication of The Grim Truth 
About Life Insurance, which attempts 
to re-sell the public the old bunk about 
being gouged because life companies 
use “obsolete”? mortality tables. If the 
industry position on X-17 isn’t handled 
with due regard for the public relations 
angles, it could give destructive critics 
of the life insurance business a field 
day the like of which they’ve never yet 
enjoyed. Distortions and _ half-truths 
could poison the public’s mind so it 
would take years of effort to get rid of 
these misconceptions. 

First, it is unfortunate that the cre- 
ation of table X-17 should have been so 
closely tied in with the entirely legiti- 
mate but easily misunderstood desire 
of certain companies to keep from get- 
ting hit so hard by deficiency reserve 
requirements if they made their non- 
participating rates competitive with 
bigger companies that were in a posi- 
tion to put up deficiency reserve with- 
out feeling any inconvenience. This 
connection between the new table and 
the deficiency reserve requirement 
could be twisted into an appearance 
of abandoning traditional life insurance 
conservatism for the sake of competi- 
tive considerations. 

Actually, of course, it is nothing of 
the sort, for the deficiency reserve 
requirement is reasonable only on the 
assumption that it is being used in con- 
nection with a mortality table repre- 
senting current mortality. The present 
CSO table is far from reflecting im- 
proved present-day mortality. Hence, 
to use this already over-conservative 
table and slap on a deficiency reserve 
requirement in addition is more cau- 
tious than wearing a belt and sus- 
penders. The CSO table formerly was 
the nearest thing to a current mortality 
table. So, of course, in their day were 
the mortality records of the time of the 
Black Plague. But neither Black Plague 
mortality nor that on which the CSO 
table was based is a realistic table for 
today’s use. About all that can be said 
for the CSO table is that it is somewhat 
less inappropriate than Black Plague 
mortality rates would be. 


Hanging on to an outmoded mortality 
table is always a temptation to the con- 
servative—and it’s a good thing that 
the prevailing attitude in the life insur- 
ance business is one of conservatism. 
As long as mortality is improving, and 


it seems likely to keep on doing so, the 
more “outmoded” a table is, the greater 
the margin for contingencies. 

But this way of keeping safe is bad 
public relations. It makes it all too easy 
for trouble-making writers to make the 
public think they are being “gouged.” 
After all, think what a howl there’d be 
if automobile insurers were to base 
their rates on accident statistics sub- 
stantially worse than those prevailing 
today, or if fire insurers were to pre- 
mise their charges on urban construc- 
tion and fire-fighting equipment in use 
at the time of the Chicago fire. 

The X-17 table, even if it should 
supersede the CSO table, would have 
an unfortunate public relations flaw: 
It is not a table that reflects the actual 
mortality as found but has a margin for 
safety so as not to be too rough on com- 
panies that haven’t quite as good mor- 
tality as the average of those repre- 
sented in the X-17 data. As a practical 
matter, this makes a lot of sense. But 
from a public relations standpoint it 
opens the industry to the charge of 
using an inflated mortality table in- 
stead of using actual mortality rates 
and then fortifying them by whatever 
margins a company may deem advis- 
able in arriving at its gross rates. 

But the main difficulty the business 
seems to face in connection with X-17 
is that having got up what is indisput- 
ably a “modern” mortality table it is 
opening itself up to the old “gouge” 
criticism if it doesn’t go all-out for the 
new table’s adoption. On the other 
hand, if it does go all-out, the same 
critics who would be the first to holler 
“gouge!” at any holding back, would 
also be the first to cry “reckless com- 
petition” if they figured that adoption 
of X-17 was mainly to get rid of the 
deficiency reserve requirement. Nei- 
ther of these prospects is pleasant to 
contemplate. 

The life insurance industry should be 
plenty tired of the old myth of gouging 
the public with out-of-date mortality 
tables. With high-speed electronic com- 
puters it’s no longer the lengthy process 
that it used to be to get up a new mor- 
tality table. Whenever the next table 
is adopted, whether it’s X-17 or some 
other, it should be possible to get rid of 
the “gouge” nonsense. 

If safeguards against dangerous rate- 
cutting need to be in the law or in the 
hands of supervisory authorities, that 
is the place for them. It is a temptation 
to provide them by using a redundant 
mortality table but the public relations 
consequences of doing so are so bad 
that it seems highly advisable to find 
another way of accomplishing the same 
result.—R. B. M. 





Richmond CLUs Elect Dodd 


Richmond CLU chapter has elected 
Douglas W. Dodd, district manager of 
Life of Virginia, president to succeed 
Irvin I. Held, Connecticut Mutual. Al- 
bert L. Neveux Jr., Fidelity Mutual, 
and William F. Bell, Equitable Life of 
Iowa, were elected vice-president and 
secretary, respectively. 
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PERSONALS 


Lewis W. Douglas, chairman of My. 
tual of New York, has been made a | 
honorary _ knight | 
of the grand crog | 
of the most exeel. |} 
lent order of the |) 
British empire, 
Honorary knight. : 
hood was con. |} 
ferred upon him 
by Queen Eliza. 
beth at an investi. 
ture held by the 
Queen and Prince 
Philip in the Brit. 
ish embassy jp 
Washington. The 
honor was bestowed in recognition of 
Mr. Douglas’ work as American am- 
bassador to the Court of St. James’s 
from 1947 to 1950 and for his services 
in the reconstruction of western Eur- 
ope. This is the highest court honor 
that an English sovereign can confer 
on a non-British citizen. 











L. W. Douglas 


Mrs. Lillian L. Joseph, Home Life of 
New York, New York, past president 
of New York City federation of wo- 
men’s clubs, has been appointed chair- 
man of the special program services 
committee of National Conference of 
Christians and Jews. She will work at 
the community level to develop pro- 
grams and materials advancing broth- 


DEATHS 


CHARLES R. PHELPS, 66, for many 
years a national leader among Mv- 
tual Benefit Life agents and a pioneer 
in using the so-called “bank plan” 
in northern California, died in San 
Francisco from a heart attack follow- 
ing illness from influenza. He had 
also been principal owner of Estate 








an 











Planning Ltd. of Sacramento. 


JOHN F. SMITH, general agent at 
Omaha for Bankers Life of Nebraska, 
died of a heart ailment. He joined the 
company in 1946, and was named Oma- 
ha general agent in 1951. 


J. M. WOODHOUSE, 76, who retired 
10 years ago as general agent of Union 
Central in Boston, died. He previously 
was general agent of Aetna Life at 
Boston and had been with Phoenix Mu- 
tual at Hartford. 


MYRON I. RIGGS, 53, Prudential 
agent at Janesville, Wis., and a past 
president of Southern Wisconsin Assn. 
of Life Underwriters, died after an ill- 
ness of several months. 





First Colony Employes Take Course 


All full time employes in the home of- 
fice of First Colony Life of Lynchburg, 
Va., have enrolled in courses prepared 
by Life Office Management Assn. In- 
stitute. The courses will be conducted 
partly on company time and partly on 
the employes’ own time. Textbooks 
and enrollment fees are provided by 
the company. Cash awards and special 
recognition will be given those who 
successfully complete the courses and 
pass the examinations in May. 
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Actuaries’ Club of the Southwest 


has awarded $2,400 in scholarships to 
eight Texas high school mathematics 
teachers for their teaching achieve- 
ments and ability to stimulate interest 
in mathematics among students. 
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LIFE INSURANCE EDITION 


RECORDS 





BENEFICIAL STANDARD LIFE 
—_New business during the Septem- 
per “Founder’s Month” campaign hon- 
oring Edward D. Mitchell, reached a 
record high. Life sales increased 60% 
while A&S business rose 15% over 
September, 1956. Insurance in force 
as of Sept. 30 rose to $123,542,936. 
New business for the first nine months 
was $45,064,386, compared to $26,050,- 
497 for the same period last year. 
Growth of the company Is 100% above 
the national average. 


SOUTHWESTERN LIFE—$187,924,- 
613 of new business during the first 
nine months produced a record high 
for any similar period and was 
the sixth consecutive year of record 
production in the first nine months. 
Insurance in force on Sept. 30 was 
$1,570,105,048, compared to $1,466,- 
401,879 Dec. 31, 1956. 


FRANKLIN  LIFE—Insurance in 
force for the first nine months of 1957 
increased more than $250 million to 
more than $2.6 billion. Premium in- 
come increased 11% for the period to 
about $60 million and investment in- 
come rose 18% to $10,600,000. Mor- 
tality experience continued favorable, 
with a ratio of 31.6 of actual to be ex- 


pected. 


BANKERS LIFE OF IOWA—New 
business for September totaled $34,- 
780,424, an increase of more than $19 
million over the same month last year. 
Of this, $14,038,974 was ordinary and 
$20,741,450, group. Production for the 


first nine months totaled $335,170,322, 
increasing more than $133 million over 
the same period last year. Of this, 
$157,174,432 was ordinary and $177,- 
995,890, group. Total in force was $2,- 
883,875,904 Sept. 30. 


GUARANTEE MUTUAL LIFE— 
New life business for the first nine 
months increased 41% over the same 
period in 1956, while A&S sales rose 
25%. Leading agency for the period 
was the Earl J. Knutson agency, Port- 
land, Ore. with total volume of more 
than $3,500,000. Second and third rank- 
ing were R. J. Rotthaus, Greeley, 
Colo., and J. V. Clevenger, Fort 
Wayne, Ind. Leading in A&S pro- 
duction was Elmer D. Stemsrud agen- 
cy, Minneapolis. 


NORTHWESTERN MUTUAL LIFE— 
New business for the first nine months 
was $559,892,000 a 7.8% increase over 
1956. Average size of new policies was 
$10,140, compared with $9,039 last year. 
Insurance in force at Sept. 30 increased 
5.9% over Sept. 30, 1956, to $8,772,791, 
340. 


NORTH CENTRAL LIFE—Premium 
income for the first nine months was 
up 35% over the same period last year. 


BUSINESS MENS ASSURANCE— 
New business for the first nine months 
amounted to $248,185,033, an increase 
of 21% over the same period in 1956. 
Insurance in force Sept. 30 was $1,- 
286,966,080, as compared with $1,159,- 
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IN THESE STATES 


PENNSYLVANIA °* OHIO ° ILLINOIS 


; INDIANA * MARYLAND ° DELAWARE 
KENTUCKY * TENNESSEE * ARKANSAS 


LOUISIANA © MISSISSIPPI * FLORIDA 


Ws 


~’ MINNESOTA °* VIRGINIA * MICHIGAN 





SOUTH CAROLINA * GEORGIA 


IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive .. . 

L.L.C.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 
get your teeth into—and really S-E-L-L! 


More Merchandising ... 

We offer a hard-hitting, sales producing 
program, from “mail to sale”. Everything 
furnished to you without charge. 


More Advertising ... 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


More Money For You... 
This is truly a “ground flod ‘ 
L.I.C.A.’s vigorous building program 
spells O-P-P-O-R-T-U-N-I-T-Y for you! 
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Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Del 
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533,294 at Dec. 31, an increase for the 
first nine months of $127,432,786, or 
25.4%. Income for the period increased 
8.7% to $40,100,497, including pre- 
mium income of $34,040,770, an 8.6% 
rise, and investment income of $4,306,- 
245, an increase of 10.7%. 


UNITED STATES LIFE—Ordinary 
life sales were up 18.2% in the first 
nine months. Life insurance in force 
totaled $1,095,750,000, of which $500 
million was on _ individual policies. 


Sales increased 


first month 
PROTECTIVE 





Mr. James G. Mallas 
1008 Johnston Building 
Charlotte, North Carolina 


Dear Jim: 


The record of production and earnings which you have compiled 


during your first few months with 


of the fine records being compiled by so many of the new field 
men which the Company has added in its recently inaugurated 


Agency Expansion Program. 


During your first month with Protective Life, your production was 
greater than your previous average monthly rate or production 
your first three months with the Company, you earned in excess of 
$4,500 in first year commissions and overridings, and at your pre- 

sent rate of production you will earn $20,000 during your first year 


with Protective Life. 


credit is yours. 





achieve life insurance success. 
self, Protective Life is grateful 
chance to provide the opportunity. 


Wiiliam J. Rushton 
President 


General Agency Openings 
Throughout the Southeast 
Write to C. B. Barksdale, 
Agency Vice-President 


William J. Rushton 
President 


While we at Protective Life believe that our methods, service, 
policy contracts, and sales material have been instrumental in 
your success, we fully realize that the greater share of the 


Jim, there are any number of good Companies with whom you could 
You hold the key within your- 


Your sincere good friend, 


ll 


A&S gross paid premiums were up 
18%. 


MUTUAL OF NEW YORK—Ordin- 
ary life sales in the first three quarters 
were a record $498,728,268, up 23.4%. 
The Myer agency at New York topped 
all agencies. Other leading agencies, by 
rank, were Hodgkinson at San Diego, 
NUWidiidS av « douucNd, wiveNad at 
Boston, Hay at San Francisco, Lake at 
New Orleans, Hawkes at Seattle, 
Moats at Chicago, Hull at Pittsburgh 
and Knutsen at Milwaukee. 
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FeNATIONAL UNDERWRITER 


HOME OFFICE CHANGES 





Acacia Mutual 


J. Willard Marriott, president and 
founder of Hot Shoppes, a restaurant 
chain, has been elected a director. 

Wallace E. Whitmore, supervisor of 
conservation in the agency department 
since 1955, has been promoted to the 
newly-created position of assistant di- 
rector of advanced underwriting. Lo- 
well S. Lashbrook, supervisor of the 
home office plan-a-graph unit since 
1956, has been advanced to assistant 
director of agency research. Robert E. 
Best, an estate analyst in the plan-a- 
graph section since 1956, succeeds Mr. 
Lashbrook as supervisor. He will be 
assisted by S. V. Benedetti, who has 
been named assistant supervisor. 


Monumental Life 


Frank J. Doetzer has been elected 
agency vice-president and George E. 
Immerwahr has been elected vice- 
president and actuary. Mr. Doetzer, 
agency director since 1954, joined 


teste cael 


wi yr 


Monumental 36 years ago at Balti- 
more. He was named manager at 
Louisville in 1938 and assistant man- 
ager at Baltimore in 1944, Mr. Immer- 
wahr has been Monumental’s actuary 
since 1949 and is a fellow of Society 
of Actuaries. He is a former member 
of the actuarial staff of New York 
Life. Before joining Monumental, he 
was chief of the actuarial section of 
the U.S. Bureau of Old Age and Sur- 
vivors Insurance. 


Pacific Fidelity Life 

Edward J. Falls, formerly assistant 
counsel at the Chicago regional office 
of Prudential, has joined Pacific Fi- 
nance Corp. as administrative vice- 
president of its life subsidiary, Pacific 
Fidelity Life. He has been with Pru- 
dential for 10 years. 


Allstate Life 


Robert W. Johnson has been named 
midwest zone supervisor of life insur- 
ance sales promotion of Allstate. 


OUR OBJECTIVE- 
TO SERVE THE PEOPLE WELL 


At MANUFACTURERS LIFE “serving well” includes the obligation to give 
to policyholders the highest possible return for their premium dollars. 
In meeting this obligation throughout the years we have gained a reputa- 
tion for leadership in the marketing of low outlay life insurance and high 


return annuities. 


Here (and on the opposite page) are a number of 
recent changes made in this tradition of leadership. 


NEW LOW NET OUTLAY LIFE PLAN 


Preferred Whole Life Participating is a $25,000 minimum 
plan which features low guaranteed annual premiums per 
$1,000. These rates combined with a liberal dividend scale 
result in an extremely low net outlay per $1,000 starting from 
the first year. This plan provides still lower guaranteed rates 
for female lives but with no corresponding decrease in cash 


values and dividends. 


20 YEAR SUMMARY PER $1000 — ILLUSTRATING LOW NET PAYMENTS (MALE) 


Assuming dividends taken in cash 




















Age , Premium yo —— met a 
at issue ae dividendt over F sceret over 50 earst 
35 $22.32 $19.03 $18.60 $16.84 
45 32.02 27.64 27.05 24.83 
55 48.79 42.50 41.73 39.02 








+This is not a guarantee, estimate or promise of dividends or results. 
It is an illustration based on dividends approved for distribution in 1958. 
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HEAD OFFICE: TORONTO, CANADA 


State Mutual 


State Mutual has created a new 
group term and casualty underwriting 
branch in the group division and pro- 
moted Abbott P. Allen to head it. He 
will join the management council and 
retain his title of assistant secretary 
of the group division. A new group 
permanent and pension branch, headed 
by Melvin W. Schuh, has been formed. 
Already a branch head and member 
of the management council, he will 
retain his assistant secretary title. 

The creation of the group under- 
writing administrative department in 
Mr. Allen’s branch resulted in the ap- 
pointment of Robert H. Lovett as its 
manager and as an officer. Also named 
an officer was Donald C. Day, assistant 
manager of the group sales depart- 
ment, who will assume additional re- 
sponsibilities managing group field 
personnel. William A. Henning Jr., 
an officer, was given management of 
the group underwriting department. 
He will continue to supervise the un- 
derwriting negotiations for all group 
term and casualty business. Robert 
A. Lancey, formerly a territorial sec- 
tion head, has been named an under- 
writer in the new group underwriting 
department. Mr. Allen, with State Mu- 
tual since 1936, has served in the re- 
newal department, the field, and the 
actuarial division. He was named as- 
sistant secretary of group in 1955. Mr. 
Schuh, who joined the actuarial de- 
partment in 1927, has been in charge 
of the statistical branch and the ac- 
counts in the group division. He was 
named assistant secretary in 1947. Mr. 
Lovett was named assistant manager 
of the group underwriting department 
in 1955. Mr. Day has held his present 
post since 1951. Mr. Henning has been 
in the renewal department since 1936. 
Mr. Lancey has been with State Mu- 
tual four years. 


Life of North America 


Frederick W. Tasney has been ap- 
pointed to do sales extension work in 
the group department. Until joining 
Life of North America he was for 
eight years with Hartford Accident’s 
group department and since May with 
Insurance City Life of Hartford han- 
dling credit life and credit A&S. Prior 
to entering insurance he was with 
Phelps Dodge Copper Products Co. 


Prudential 


Sidney A. Kent, executive director 
of agencies at the Chicago regional 
home office of Prudential since 1954, 
has been elected a 2nd vice-president 
in charge of sales. He has a sales ca- 
reer dating back to 1923 when he be- 
came a Prudential agent, and he was 
advanced to assistant manager in 1926. 


Choctaw Life 


Jesse L. White has been elected 
president of Choctaw Life of Jackson, 
Miss. He was insurance commissioner 
of Mississippi from 1944 to 1952, and 
was special agent for Hartford Fire 
before that. More recently, he has been 
vice-president and secretary of Amer- 
ican Liberty Life of Jackson. 


Maryland Life 


John P. Enright has been appointed 
vice-president and superintendent of 
agencies. He joined Maryland Life in 
1956 as superintendent of agencies. He 
previously was in the agency depart- 
ment of Philadelphia Life. 


Consolidated “American Life 


Eugene H. Puckett has been named 
a field supervisor at the home office. 
He was formerly in the field at Waco 
for Consolidated American. 


London Life 


In three changes in the actuarial de- 
partment R. E. Munro, associate actu- 
ary, has been assigned to take charge 
of department administration, C. A. 


October 25, 1957 


Naylor, associate group actuary, has 
been appointed associate actuary re. 
placing Mr. Munro, and M. C. Pryce, 
assistant actuary, was advanced to as. 
sociate group actuary. 


Atlantic Life 

In a story in the Oct. 11 issue about 
the promotion of John P. Nesbit anq 
Charles L. White, the pictures of Mr. 





C. L. White 


J. P. Nesbit 


Nesbit and Mr. White were reversed, 
They appear here correctly identified, 
Mr. Nesbit is director of sales promo- 
tion and public relations for Atlantic 
Life, while Mr. White suceeds him as 
director of field training. 


Life Of North Carolina 


James E. Gavin has been named 
director of agencies in charge of re- 
cruiting and sales promotion in North 
Carolina and Virginia. He entered the 
business with Occidental Life of Cali- 
fornia. He has been with Reserve Loan 
Life and most recently has been an 
insurance consultant. 


United States Life 


John L. Gartlan has been appointed 
auditor. He joined U.S. Life in 1948 
and has been resident secretary and 
general manager for the Philippines, 
He previously directed the installation 
of accounting systems in various en- 
Sear for C. V. Starr & Co. in Ma- 
nila. 





Southwestern Life Adds 
20 Cents To Dividend 


Southwestern Life will pay a spe- 
cial cash dividend of 20 cents Dec. 13 
to stock of record Dec. 2. Previous divi- 
idends during the year totaled $1.60. 
Also approved was a cash dividend of 
45 cents a share Jan. 10, 1958, to 
stockholders of record Jan. 2. 





Mutual Of N. Y. Probe Locates 
Missing Man Insured For $145,000 


Intensive detective work by Mutual 
of New York and Boston police has 
turned up a missing policyholder 
whose “accidental death” would have 
resulted in claims totaling $145,000. 

The policyholder, Alvin G. Plackter, 
37, president of a woodworking firm 
in Cambridge, Mass., was apprehended 
in Houston six weeks after he report- 
edly fell from his yacht and drowned 
in Boston harbor. His death would 
have required Mutual to pay $100,000 
and other companies the remaining 
$45,000. Mutual launched the search, 
however, after learning about the 
amount of Mr. Plackter’s insurance, 
his financial and personal difficulties. 





Guardian Leaders Discuss Plans 


The executive committee of Guard- 
ian Life’s Leaders Club met for two 
days at the home office to confer with 
company officials on plans, particu- 
larly those for the 1958 meetings at 
the Broadmoor in Colorado Springs 
and the Fontainebleau in Miami. 

Edward H. Mattingly, Atlanta, pres- 
ident of the club, presided at the 
meetings. Other executive committee 
members who attended were Sam 
Baum, Denver; Rodney M. Cook, At- 
lanta; Leo R. Futia, Buffalo; Maury 
Kusinitz, Providence, and La Valle D. 
Sorrells, Memphis. 
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Hansen, Williams 
Give Pointers On 
Building Good PR 


The health insurance business can 
achieve good public relations if it has 
the proper mental attitude, A. M. 
Hansen, assistant vice-president in the 
underwriting department of Mutual 
Benefit H.&A., told the annual indi- 
vidual insurance forum held at New 
York by Health Insurance Assn. of 
America. 

If the business cares what it does 
and what people think, it can create 
good public relations, Mr. Hansen 
said. But if it does not care, it will 
be abused and fail to win public 
respect. 

The attitude of home office execu- 
tives affects the men in the field and 
can make or break them. The letters 
from field men show this. 

If home office people are to meet 
their public relations obligations, they 
must know as much about their busi- 
ness as possible, particularly their own 
areas. They must admit their mistakes 
and work out the correct answers. 
They must be men of their word and 
refuse to hide behind double meanings 
or technical advantages. 


Home office men must give imme- 
diate attention to inquiries from the 
field, Mr. Hansen continued. They 
should broaden their circle of acquain- 
tances by taking field trips whenever 
possible. 

In striving to improve public rela- 
tions with the field, home office peo- 
ple should sell, not tell. More flies can 
be caught with sugar than with vine- 
gar. 

The home office must make the right 
decisions and sell them in order to 
get on the road to good public rela- 
tions, he concluded. 

The rapid growth of A&S_ has 
brought public interest to an all-time 
high, according to James R. Williams, 
vice-president of Health Insurance In- 
stitute. 


The future impact of health insur- 
ance will be even greater as more 
people continue to seek coverage, 
as the benefit pattern improves 
and broadens, and as more money 
flows back to the public in benefits, 
Mr. Williams said. The nature of A&S 
calls for close cooperation on the part 
of many persons in many fields, in- 
cluding not only insurance people but 
also hospital administrators, doctors, 
employers, union leaders and regula- 
tory officials. 

Health Insurance Institute is devel- 
oping as much communication as pos- 
sible between the A&S business and 
the various publics. Public relations 
is 90% performance and 10% talk 
about it. Without the 90% per- 
formance in the public interest, there 
is little reason or justification for the 
pl which is the line of communica- 
ion. 


This line of communication is a two- 
way street, Mr. Williams pointed out. 
While the institute is reporting to the 
public about the performance record 
of the business, it also is reporting 
back to the business about public at- 
titudes to enable the companies to 
provide greater service. 

The institute is undertaking a long- 
range program. A primary objective 
has been to develop a continuing flow 
of news about A&S policies and ser- 
vices for the various news media. A 






section on health insurance has been 
added to Blueprint for Tomorrow, an 
educational kit for high school stu- 
dents and teachers published annual- 
ly by Institute of Life Insurance. 
Health insurance kits this year were 
supplied to the annual summer 
courses in family finance sponsored 
by Institute of Life Insurance and a 
group of educators. HII this year 
provided a kit on A&S for distribu- 
tion to college students in insurance 
courses. The institute joined other as- 
sociations in providing these kits on 
various types of insurance. 

HIAA also prepares and distributes 
various pamphlets and booklets to 
various segments of the public, Mr. 
Williams said. The institute also lends 
editorial and production aid to projects 
undertaken by Health Insurance 
Council, which carries on a_ public 
relations program with doctors and 
hospitals. HII also answers inquiries 
from writers and editors. 


Urge Broader Health 
Insurance Coverages 
In Rural Sections 


Broadened health and medical in- 
surance programs were urged at the 
annual rural health conference spon- 
sored by North Carolina Medical So- 
ciety at Raleigh. 

Voluntary health insurance in the 
future should place more emphasis on 
coverage for catastrophic illnesses, ac- 
cording to Mrs. Charles Sewell of Ot- 
terbein, Ind., women’s leader of Na- 
tional Farm Bureau. She also called 
for elimination of compulsory retire- 
ment at age 65 because “the heaviest 
load of all is having nothing to carry.” 

Dr. Hugh A. Matthews of Canton, 
N.C., said 54% of the state’s population 
is covered by some form of A&S. The 
remaining 46% may be the most dif- 
ficult to cover. 

E. Y. Floyd of Raleigh, a leader in 
farm organizations, said insurance 
coverages must be geared to meet the 
present incomes of more people. He 
urged greater efforts in the health ed- 
ucation field. 

Speakers cited the need for more 
health and medical insurance coverage 
in rural areas. 


Townsend Bill Would Bind 


Insurers To Ad Claims 


State Sen. J. Russell Townsend told 
members of South Bend A&H Assn. 
recently that he will seek enactment 
of legislation in the 1959 session of the 
Indiana assembly to control insurance 
advertising. His bill would bind A&S 
and other insurers to claims made in 
advertising or publicity in disputes 
arising out of interpretation of policy 
provisions or benefits. 

“Tf the advertising features a benefit 
and the policy does not grant the bene- 
fit in the liberal manner advertised, 
then the promotional material would 
govern,” he said. 











Lung Diseases Topic At Ill. 


A&S Underwriters Forum 


Dr. Frank B. Kelly, staff member at 
Presbyterian hospital of Chicago, dis- 
cussed respiratory diseases other than 
tuberculosis at the October dinner 
meeting of Illinois A&S Underwriters 
Forum. He described diagnosis and 
treatment of several respiratory ail- 
ments and stressed the importance of 
early diagnosis in the cure of lung 
cancer. 

Date of the November meeting was 
changed from the third Thursday to 
the third Wednesday because of a pri- 
or booking at the restaurant where 
meetings are usually held. 
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Propose A&S Study 
Program For Home 
Office Employes 


Francis T. Curran, supervisor of the 
statutory disability division of Com- 
mercial of Newark, described a pro- 
posed educational program for home 
office employes to be undertaken by 
Health Insurance Assn. in an appear- 
ance at the annual individual insur- 
ance forum at New York. 

Mr. Curran said the program is an 
attempt to familiarize people with the 
philosophy of disability insurance and 
teach them its principles. The curri- 
culum is being drawn up by an edu- 
cation subcommittee of HIA’s indivi- 
dual insurance committee. The speaker 
solicited member companies’ help and 
support. 


Subcommittee groups will screen ap- 
plicants, prepare and grade examina- 
tions and establish a study plan. 

Presentation of a designation similar 
to CPCU and CLU is under considera- 


NEW LOW 


tion. A certificate and scholastic key 
may be awarded upon completion of 
the course. 

Since there is a vast difference be- 
tween educating and training, the ed- 
ucation subcommittee decided to direct 


its efforts toward .developing em- 
ployes’ minds, rather than a program 
training them in the mechanics of 
various processes, Mr. Curran said. 
Employes should understand what in- 
surance is, why it exists, how it works, 
and when it fulfills its promise. 

The subcommittee is writing a 
course designed to enable initiates to 
the business to understand it thor- 
oughly, to acquaint them with its 
hopes, aims and contributions to the 
nation’s economy and the financial 
welfare of the individual citizen. 





Tells Students Job Opportunities 

Thomas G. Sharkey, director of 
agencies for Prudential at the Min- 
neapolis regional office, addressed the 
annual dinner given by Wisconsin 
General Agents & Managers Assn. for 
University of Wisconsin Student In- 
surance Society on “Career Opportuni- 
ties in Life Insurance Selling.” 





RATES 


$25,000 MINIMUM NON-PAR 


Rates for our famous G.M.P. plan h 


ave been substantially reduced. This 


is a $25,000 minimum non-par contract available to all ages to 80; 
standard and substandard. Commissions for this plan and the one 
announced on the opposite page are at the regular rate. 


SAMPLE ANNUAL PREMIUMS PER $1,000 G.M.P. 





45 
$26.59 


AGE 35 


$17.95 














75 
$115.78 


55 
$41.64 


65 
$68.18 




















HIGH CASH VALUE PAR PLAN 


To round out its versatile 


family of life plans Manu- 


facturers Life announces the introduction of a Life 
at 90 Participating contract. With cash values equal 
to the full net level premium reserve from the first 
year on, the plan is designed to meet split dollar and 
other special market needs. ($25,000 minimum.) 


xe 
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Whatever the need in life plans — low guaranteed premium non-par 
or low net outlay par; amounts exceeding $25,000 or amounts less 
than $25,000 — you'll find Manufacturers Life has one to fit your 


client’s requirements. For more 


information contact one of our 


brokerage men at the offices listed below or write direct to our Head 


Office in Toronto, Canada. 


BALTIMORE © BOISE © CHICAGO CINCINNATI ¢ CLEVELAND * COLUMBUS ¢ DETROIT 
HARTFORD © HONOLULU © LANSING « LOS ANGELES « MIAMI ¢ MINNEAPOLIS « NEWARK 
PHILADELPHIA ¢ PITTSBURGH e PORTLAND e SAGINAW e SAN FRANCISCO e SEATTLE 
SPOKANE e WASHINGTON, D.C. 
Also licensed in Alaska, Arizona, Delaware, Indiana, 


Kentucky, Nevada, Utah, 


THE 


MANUFACTURERS 
LIFE - 


INSURANCE 


Virginia and West Virginia 
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HEAD OFFICE: TORONTO, CANADA 
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Era 18G7 when the Silver Engine, “America,” 
typified the last word in transportation, the Equitable 
Life of Iowa became the first life insurance company 
in Iowa. As a pioneer, it had no formal training pro- 
gram to offer its agents. 


"T © DAY the Company offers its agents a care- 
fully-planned, long-range training program to enable 
them to serve better the insurance needs of the 

f public; at the same time, they are assured of. 
Re = greater success as career life underwriters. 






gullible 


LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 








MOST HAPPY 
FAMILY 


. since they invested their future in 
North American Life’s NEW FAMILY POLICY! 





This is the Family Plan that has created a flurry of praise through- 
out the Insurance Industry . .. the Family Plan your prospects have 
been asking for. Imagine, ONE policy—ONE LOW premium pro- 
vides life insurance for the entire family. Write Buck Rogers, 
Agency Vice President, for all the commission building details, 
including FOUR RIDER OPTIONS! 


NORTH AMERICAN LIFE 
Prsunance Company OF CHICAGO 


R. D. Rogers, C.L.U., Agency Vice President 


NORTH AMERICAN BUILDING CHICAGO, ILLINOIS 
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FIELD CHANGES 





Home Life of New York 


Home Life has opened agencies in 
Pasadena, Cal., and Portland, Ore., 
and appointed Keith W. Otterbein and 





B. C. Selberg K. W. Otterbein 


Burton C. Selberg as respective man- 
agers. Mr. Otterbein began his career 
with Home Life at Detroit in 1949 
and was named assistant manager in 
1952. He became agency field assist- 
ant in the western sales division in 
1955. Mr. Selberg, in the business 12 
years in Portland, has been assistant 
manager of Equitable Society. He is 
president of Portland CLU chapter 
and past president of Portland Assn. 
of Life Underwriters. 


Prudential 


Robert C. Drake has been appointed 
a group sales representative at Min- 
neapolis. 

Prudential has opened a second dis- 
trict agency at Eugene, Ore. Harold 
D. Hamm, the manager, has been dis- 
trict manager at Salem, Ore., since 
1953. 

A district agency has been opened 
at Sunnyvale, Cal. Floyd Van Gelder, 
manager, has been district manager 
at San Jose since 1951. 

Roland F. Vawter, staff manager at 
Visalia, Cal., since 1953, has been 
named a training consultant. 

Sam Lobenfeld has been named dis- 
trict manager in Brooklyn to succeed 
Louis Kirschenbaum, who has been 
named district manager at Richmond 
Hill, N. Y. Mr. Lobenfeld has been a 
training consultant in the regional of- 
fice at Brooklyn since early this year. 

Norman E. Miller Jr. has been named 
district manager at Harrisburg, Pa. 
He has been a staff manager at Harris- 
burg since 1950. 

Edward J. McPartland has been ap- 
pointed district manager at Union, N.J., 
to succeed Henry A. Bedell, who has 
been appointed district manager at 
Summit, N. J. Mr. McPartland has 
been a training consultant in southern 
New Jersey since April. 

Stephen T. Gongol has been ap- 
pointed district manager at Batavia, 
N.Y. to fill the vacancy caused by the 
continuing illness of Edward T. Dom- 
ser. Mr. Gongol has been a training 
consultant in the Buffalo regional of- 
fice since early this year. 

The new Westchester district office 
at Los Angeles with Olaf R. Neiien- 
dam as manager has been opened. Mr. 
Neiiendam joined Prudential as an 
agent at Santa Monica, Cal., in 1935 
and became associate manager there 
in 1956. 


Occidental Life Of California 


O. E. Hindman has been named as- 
sociate general agent at the North 
Hollywood, Cal., agency. Replacing 
him as brokerage manager is Donald 
Zentmeyer, former assistant broker- 
age manager. Jerold G. Odens has been 
appointed assistant brokerage manager 
of the agency. Mr. Hindman joined 
Occidental in 1953; Mr. Zentmeyer 
and Mr. Odens in 1956. George V. 
Shipley is general agent. 

Brian B. Scott has been appointed 
assistant manager at Toronto. He was 


a 
at the Toronto agency of Occidental 
from 1950 to 1956, when he joineg 
Dominion Life. 

Leonard A. Freeland has _ been 
named assistant manager of the West. 
chester agency in Los Angeles. He 
joined Occidental in 1955 at the agency, 


Acacia Mutual 


Robert McGowan and J. D. Murphy 
have been named unit managers at 
Acacia’s northern Virginia branch at 
Arlington. 

S. D. Treece has been appointed 
manager at Baltimore to succeed Ro. 
land C. Suter, who has retired. Mr. 
Treece joined Acacia Mutual eight 
years ago and has been a unit man. 
ager in northern Virginia since 1953, 
Mr. Suter will hold the honorary title 
of branch manager emeritus until Jan, 
14, 1958, the date of his 40th Acacia 
anniversary. He has been manager at 
Baltimore since 1919. Mr. Suter was 
honored at a dinner at which Presj- 
dent Howard W. Kacy paid tribute to 
his leadership qualities. 


Travelers 


Irvin D. Martens and James D. Hos- 
tetter have been appointed managers 
at Indianapolis and San Diego, respec- 





|. D. Martens J. D. Hostetter 


tively. Mr. Martens joined Travelers 
as a field supervisor at Omaha in 1953, 
becoming assistant manager two years 
later. He has been assistant manager 
at Lincoln since 1956. Mr. Hostetter 
joined the company as field supervisor 
at San Diego in 1954 and was pro- 
moted to assistant manager in 1956. 


Connecticut General 


A brokerage office has been opened 
in the Gwynne building at Cincinnati. 
William M. Whitelaw, assistant mana- 
ger of the Chicago brokerage agency, 
has been appointed manager. 


Independent L.&A. 


New district offices have been 
opened in Tallahassee and Montgom- 
ery. J. B. Hollingsworth and Herbert 
B. Brinkley are managers of the Tal- 
lahassee districts. State Manager J. 
E. Harrison and District Managers E. 
D. Schott and E. F. Boyd head the 
Montgomery office. 


Lincoln National Life 


Ralph W. Symons Jr. has been ap- 
pointed supervisor of the Tuttle-Car- 
penter agency of Lincoln National Life 
in Miami. Mr. Symons joined the com- 
pany this September. 


Security-Connecticut Life 


David J. Robertson, general agent of 
Security-Connecticut Life in Oakland, 
Cal., has been appointed manager of 
the San Francisco-Oakland agency. 
He was with Northern Life of Seattle 
from 1955 until early this year. 


OCCIDENTAL LIFE of North Car- 
olina—Bernard A. McGee has_ been 
appointed district manager in Clear- 
water, Fla. 
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Review N. W. Mutual 
Settlement Options 
(CONTINUED FROM PAGE 1) ve , 
ccidental Five employes were assigned fulltime ee ee , 3 
e joined to the task. 

Previous efforts in settlement review os G E N E R A L A G E NT : 
iS been had covered the first 900,000 policies— . : 
1e West. through the year 1909. This left the - Oo p PO RT U N iT Y 
les. He centennial examining group, headed : 
agency, by Arthur J. Pabst, with more than 3,- oo if 

100,000 policy record cards to analyze, me 
since records of the 1,600,000 North- cr? 
Murphy western policies in force are not sep- CAN YOU PROSPECT 
ete arate from those out of force. Do your prospects come directly from your owa 
“7a ° Top Commission By detlaition, the so-called outmoded effort, ability and imagination and not from office 
spoint Contracts settlements the group is searching for leads, your supervisor, your manager? 
7 — " its tite Miinaiionle consists of settlements with restrictive Cc : b seiin: 8 eon 
ed. Mr ned? itu payment terms which have remained ete 
il eight ° Financial Assistance at unchanged for at least 10 years. Mr. U TELL A CONVINCING SALES STORY? 
it Re, a menern Aaent Otjen emphasized, however, that this CAN YO f dad il righ sliaite ; 
ce 1953, vis is merely a starting point. Many policy 7 ot, you'll yg Ae ms: < cus eumenaue aeihiee 
ary title e Agent Group and settlements in the classification will ae : - 
ntil Jan, Pension Plans still achieve exactly what the policy- merchandising plans featuring dismemberment— 
. Acacia e Educational Training holder intended, he pointed out, and lifetime ae ce value ne eae ye 
nager at caiman remain excellent terms despite the option—and the premium payment plan of the 
~*~ was i. ag ae years future, Check-O-Matic. 
1 Presj- alary Plan for Career ° é os ”9 
ibute to hone , . 2 Can you inspire and show others “how to”: 
S Competitive Policies | Since May of 1956, when the full CAN YOU COMPETE? : 
Cor ont eee scale settlement review program be- Do you enjoy competing with others? More 
e Modern Term Policies gan, 1,500,000 policy record cards have important, do you compete with yourself? 
eo Hos- and Riders been examined. To date the examining Can you instill this spirit in others? 
agers e Special Limited Pay and group has found 14,600 policyholders ° 
respec- Life Policies $10,000- whose settlements appear to be “out- DO YOU REALLY WANT TO EARN MORE MONEY? 
SELES Certeipation moded.” Personal letters have been Do you want to earn top present and future 
° $10,000 Special Whole sent to each of them, asking the key dollars for your own personal “know how” and 
Life Par and Non Par question: “Does your plan for distribu- for your ability to show others “how to”? 
; tion of your insurance meet the needs 
. re of today?” HERE’S YOUR ANSWER! 
. a. tianidlalid ena “The results have been gratifying,” Highest lifetime service fee in the business to 
Mortality Any Size said Mr. Otjen. “Of the 14,600 policy- adequately compensate the career underwriter— 
Policy holders we have written to, 10% have fully vested renewals for 9 years—top Ist year 
; replied directly. In 55% of these re- commission on par and non-par policies—agency 
sponses the policyholder requested a office allowance—non-contributory pension 
° change in his settlement terms or bene- plan—operating capital for new agents. 
. ficiary arrangements and_ another 
big advantages 25% indicated they would make a Write, Wire, Phone 
ad 2 otha Sie atic ia SURE EI eet 
t O ld Lin e Lif e “And we have no way of determin- and Director of Agencies 
ravelers a ing how many hundreds more of the 
in 1953, ‘$5 policyholders we wrote to went to their 
yO years insurance agents for revisions,’ Mr. 
nanaget We're growing steadily at Old Giemsa.” THE tons ATE LIFE 
nerve Line Life, and we want men to “The program has generated much 
as pro- grow with us—agents, district good will,” he added. “Some of the pol- ptS1ttctntCe <i rt 
1956. agents, general agents, right up | icyholders who reviewed their settle- 7 
the line. You'll have plenty of ment terms as we suggested and found COLUMBUS 15, OHIO 
help to start: complete training them still up to date wrote back any- 
opened th aa en lik . way” to ‘express their thanks for the Licensed in: Arizona, a, a —_— i net 
‘ac ou e ervice. Minnesota, Missouri, N. Carolina, io, Pennsylvania, » Virgin ? 
cinnati. “gs policies tas Ain match ; ian 
Porc competition. For full details | q ‘ I 
ati: write F. D. Guynn, VP and | Mr. Otjen said Northwestern could 
Director of Agencies, Dept. N-10. not say at this point whether the 
4 settlement review program would be a 
continuing effort after all present pol- 
nigom. | Calorie, Floide, Minas, wdiona, | inthe option settlement basis in 1056 te is Better i the Comvant 
Herbert Dakota, Wisconsta. . . gives the beneficiary as long as a year [ C l S C C Lr l M ip Y 
he be after death of insured to select one of ith th 
sees E The several methods of settlement. This with the 
ead the NE FE benefit was made retroactive for all HIGHER COMMISSIONS 
STA D J policyholders, if desired. ; COMPLETE COVERAGES A Geucy 
_ eye _ bec ph gel sh) ae Life—A & S—Hosp.—Group—Pensions 
INSURANCE COMPANY OF AMERICA program of the scope of this projec 
oe ae HOME OFFICE: MILWAUKEE plonge = be eS gr i SENSATIONAL GROWTH HAS 
out a statement by Presiden mun 
ile-Car- Fitzgerald in a recent letter to policy- CREATED IMPORTANT GENERAL 
: y 
oye: LIFE © SICKNESS © ACCIDENT © HOSPITAL holders: i AGENCY OPENINGS IN: 
We are writing to many policyhold- : gt ‘chi 
ers, asking them to review their pol- Indiana—Ohio—lllinois—Michigan 
icies to see if their settlements express Pennsylvania—Kentucky—Minnesota 
4 f current wishes. Home office records, of Virginia—West Virginia 
agent of course, cannot uncover all cases. I : : 
lakland, ° ery ice lil e " urge you to review your own policies Arizona—Florida 
ager of to be sure they will do the best job for 
oe. your beneficiaries.” 
Seattle One policyholder, Mr. Otjen related 
AC Pp y: ’ . J ’ 
oe — found he had insurance proceeds spe- 
th Car- ’ . cifically earmarked for the education of 
's been 684 West Peachtree Street, his children. Not only are his children 
Clear- rie Atlanta 8, Georgia, | now mature, with children of their 
TRiity's Bing Telephone | own, but he is a retired agent of 
i Northwestern Mutual Life. 
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Complete portfolio of Life and S&A... outstanding 
package exclusives . . . Junior Estate builder. . . 
automatic Waiver . . . $10-per-thousand Disability 
Income... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 
performance bonus. Ask for Confident Living bro- 
chure “BO-321”’. 


HOME OF 


(onfident 


Living 


HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 









NORTH AMERICAN Sie and Casualty Campany 


H. P. Skoglund—President « J. E. Scholefield, CLU—Vice President, Director of Agencies 
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Located in the very 
heart of the Southeast, 
Liberty Life is proud of 
its region... proud to 
have contributed to 
its rapid and sound 
development... 
» proud to be a 

part of it! 


LIBERTY LIFE 
INSURANCE COMPANY 
Home Office: Greenville, South Carolina 
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Biggest A&S Gain Is Public Relations: Smith 


(CONTINUED FROM PAGE 1) 


read a clipping from an Oklahoma 
newspaper which reported that insur- 
ers were probing an old age racket. 
He emphasized that it was the com- 
panies which were doing the probing, 
not the legislature or the insurance 
commissioner. 

However, the matter of ethics is 
only a portion of the total good which 
the association produces. HIA pro- 
vides a valuable medium for airing 
company views on important prob- 
lems, for learning where the organi- 
zation stands, for locating strong or 
weak points, and for compromising 
and joining forces to meet a common 
threat or pursue a common goal. Al- 
though a company sometime may take 
a stand in opposition to the majority 
position of the association, it will pay 
everyone in the long run to stay in 
HIA and carry on its work. 

Mr. Smith called upon the delegates 
to milk the program dry in order to 
leave better equipped to handle health 
insurance. He exhorted them to sit 
through the sessions and to avoid the 
tendency toward dereliction. 

He praised the program committee 
for meeting the challenge of preparing 
the meeting. The speakers, he added, 
face the challenge of making the ses- 
sions as useful and effective as possi- 
ble. 


Robert R. Neal, general manager of 
HIA, said in his report that a national 
health program would be accom- 
plished by indirection if the bill intro- 
duced by Rep. Forand of Rhode Is- 
land becomes law. The measure would 
generally broaden OASI benefits, pro- 
vide hospitalization, nursing home 
care, surgical care, including dental 
surgery, to all recipients of social se- 
curity benefits. It would allow the 
Secretary of Health, Education and 
Welfare to contract with non-profit 
organizations to provide this care. 

At first glance, the bill appears a 
boon to OASI recipients and a way to 
guarantee costs for hospitals. How- 
ever, a careful examination shows it 
would produce greater problems in the 
future by establishing controls over 
doctors and hospitals and removing 
freedom of choice from recipients. 
This type of legislation leads away 
from the enterprise system and to- 
ward the welfare state. This fact must 
be brought to public attention while 
HIA works with the medical profes- 
sion and hospitals to provide a solu- 
tion to the problem through non- 
government means. 
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... Uf you are ready 
for your own 
general agency 


Old Republic Life Insurance Company 


Chicago 1, Illinois | 


In Washington, the A&S industry jg 
asked most frequently about what it is 
doing to provide prepaid medical care 
for people over age 65, Mr. Neal re. 
ported. Much experimentation is be. 
ing done and much has been accom. 
plished in this area. The business has 
accepted the responsibility for greater 
emphasis and accelerated progress jn 
the individual insurance field and the 
need to fill this area of responsibility 
as rapidly as possible. More and more 
companies are offering coverage to 
persons beyond age 60 and older. 

In addition to about 300 proposed 
amendments affecting social security, 
Congress also is looking into a health 
program for government employes, 
overseas medical care for government 
employes, registration of union welfare 
and pension plans, increase in govern- 
ment benefits to railroad employes, in- 
vestigation of credit insurance practices 
and a proposal to allow smaller com- 
panies to pool their talent and facili- 
ties to write experimental coverages 
in new areas. 

These problems will be of para- 
mount importance when Congress re- 
convenes in January. The individual 
insurance forum should bear them in 
mind and take even more constructive 
steps toward their solution, he said. 

John P. Hanna, general counsel of 
HIA, briefly reviewed changes in 
state laws concerning A&S during the 
past year. Although legislative chang- 
es add to companies’ problems, they 
are not all bad because they lead the 
way to better service to the public by 
the industry. 

Most of the states considered bills 
or enacted laws in some areas affect- 
ing A&S. Twelve considered bills to 
prohibit companies from cancelling 
A&S policies or refusing to renew 
A&S policies. Some legislation can 
be expected in this area next year. 
Some changes were made in non-oc- 
cupational disability laws. Bills affect- 
ing installment sales were studied in 
several states, including New York, 
which adopted a detailed law. 

Changes were made in fair trade 
practices acts and uniform policy pro- 
visions laws. Forty-one states now 
have these laws. Three states passed 
comprehensive agents’ licensing laws 
and several others made changes in 
the existing acts. New insurance codes 
were adopted in two states and others 
will be considering them next year. 





Republic National Life has been li- 
censed in Idaho and Montana and is 
now operating in 36 states and Hawaii. 


You can hitch 
your future 
to this Symbol 
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LIFE INSURANCE EDITION 


Indicate Companies Advance In Substandard 


(CONTINUED FROM PAGE 4) 


medical examinations are given if 
considered helpful. 

The company decided that any sub- 
standard program which it might de- 
velop for A&S should follow the gen- 
eral pattern of a substandard life in- 
surance operation, said Mr. Parker. 
This decision was brought about be- 
cause the company offers its A&S 
through regular life agency channels. 
It was showing higher rejection rates 
for A&S than for life, and was still 
ridering a substantial percentage of 
issued cases. 


Consideration for standard or sub- 
standard issue should be available re- 
gardless of the kind of policy involved, 
and regardless of the source of the 
business, so long as that source is 
acceptable for standard business, Mr. 
Parker declared. As a result, the com- 
pany decided to offer substandard 
“across the board” for commercial, 
noncancellable and major medical. 

Earle B. Tilton, director of under- 
writing—personal lines of Nationwide 
Mutual, wondered if the health insur- 
ance business is too lenient in not 
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facing the challenge and following the 
life insurance practice of using just 
rated policies in substandard under- 
writing. He wanted to know whether 
his company was justified in leaving 
an impaired applicant with the choice 
of rating or waiver. Should it instead 
offer only a rated policy, as in life, 
on the theory that less than full cov- 
erage is not the best way to serve and 
that a waiver is an outmoded tool? 
he queried. 


Among some other questions Mr. 
Tilton wanted answered was whether 
the casualty companies operating 
without medical departments and ex- 
aminers would be justified in experi- 
menting with special class business by 
using reinsurance facilities on a facul- 
tative basis. 

Since the first of the year, Nation- 
wide Mutual has attempted to salvage 
physical rejections in new business by 
quoting extra premium coverage. He 
stressed that his company does not 
quote ratings on “better” cases as al- 
ternatives to waivers. As experience 
increases and if costs can be held 
down, Nationwide Mutual might ex- 
pand the facilities. 

Charles N. Walker, assistant vice- 
president of Lincoln National Life, said 
his company seeks to make substan- 
dard A&S available to as many people 
as possible at a fair price consistent 
with sound business. The company re- 
gards this as an obligation. 

Lincoln National offers six commer- 
cial plans on a substandard basis and 
one guaranteed renewable policy on 
both standard and substandard bases. 
Most of the company’s substandard 
policies are issued at full coverage, 
rather than with elimination riders. 
Some impairments still require riders, 
however. Policies are issued to per- 
sons with physical impairments rang- 
ing from 10% to 300% above standard. 

The company entered the substand- 
and A&S field in February, 1956. The 
volume of this coverage has not been 
large. As agents became more familiar 
wth substandard, however, the vol- 
ume has increased. Progress has been 
slow but satisfactory. With only 18 
months of claim experience, there is 
little to say except that it has been 
satisfactory, Mr. Walker concluded. 

Moderator of the panel was Byron 
S. Davis, manager of the A&S under- 
writing department of State Mutual. 
His company expanded into individual 
A&S in 1953. Although it is too soon 
to reach any conclusions, he said, the 
company has seen nothing to cause 
concern. Plans call for expansion in 
this area. 





Recruiting Is Important 
For Agency Success, Lofat 


Tells Agency Supervisors 


LOS ANGELES—Lloyd Lofat, in- 
spector of agencies for New York Life, 
stressed the importance of recruiting 
new agents at the October meeting of 
Life Agency Supervisors Assn. here. 

“Our number one job is to deliver 
sales manpower to our companies in 
sufficient quantities to offset the inevi- 
table erosion in our business, and to 
maintain a healthy rate of growth,” 
Mr. Lofat declared. “It is our job to find 
these men and to keep them producing 
sufficient business so that we can hold 
on to them.” 

Mr. Lofat said that agency managers 
must accept the fact that turnover is 
inevitable, and the only way to combat 


it is steady and effective recruiting. He 
outlined the results of a study conduct- 
ed by Life Insurance Agency Managers 
Assn. The 192 agencies studied “found 
it necessary to recruit slightly more 
than five men for every four in the 
agency in one short four year period, 
and, even then, they did not quite stay 
even,” he said. 

Agency managers must furnish “mo- 
mentum”—by assisting agents with 
prospects, leads and sales—to help re- 
duce turnover, Mr. Lofat stated. “Truly 
successful agency management is based 
on manpower first, and momentum 
second. The measure of our usefulness 
and success in agency work is in the 
number of career men we have helped 
to find themselves in our business,” 
he concluded. 


Students Work At Occidental; Cal. 
Eighty college students worked at 
the home office of Occidental Life of 
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California this summer as part of the 
annual student employment program. 
The students evaluated insurance ca- 
reers by supplementing classroom 
theory with on-the-job training. They 
received an 8-week orientation course, 
condensed letter writing instruction 
and, for those interested, classes in ac- 
tuarial science. 





Hear Trust Officer at Milwaukee 


MILWAUKEE—“Trusts and Life In- 
surance Sales” was the topic of Carl 
N. Otjen, assistant vice-president and 
trust officer of Marine National Ex- 
change Bank, before the October 
luncheon of General Agents & Mana- 
gers Assn. 





All American Life & Casualty of 
Chicago has been licensed in West 
Virginia and Washington and is now 
licensed in 22 states. 








A; of June 30, Bankers Life 
of Nebraska exceeded the half-billion 
insurance in force mark. With assets of 
over $100,000,000, and 1957 business 
more than 28% ahead of the record year, 
1956, Bankers Life of Nebraska 
continues its remarkable progress. 
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F2eNATIONAL UNDERWRITER 


Stress Importance Of Policyholder, Buyer Studies 


(CONTINUED FROM PAGE 1) 


important marketing aid for both com- 
panies and agents. It must be kept in 
mind that the agent has to take the 
age, income and education of his cli- 
ents as he finds them. His success de- 
pends on striking the responsive note, 
and to this end knowledge of attitudes 
and motivations should prove very 
helpful. 

Several] statistical analyses based on 


the 1955 ownership survey of the in- 
stitute were presented to show under- 
lying relationships not obvious in other 
ways. Tt was reported, for instance, 
that there appear to be two patterns of 
life insurance behavior in the family, 
one to place moderate or. small 
amounts of life insurance on all mem- 
bers and the other to concentrate rel- 
atively large amounts on the bread- 
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DIRECTOR OF AGENCIES 


Moderate size east coast life insurance company with excellent long-time 
reputation now starting ordinary expansion wants experienced man not 
over 45 to head sales program. Career opportunity, liberal budget, com- 
plete responsibility. Salary commensurate experience. Should have 
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ASS’T MEDICAL DIRECTOR 


for one of the older and larger 
mid-western companies, writing 
ail lines. Salary open to negoti- 
ation. Replies confidential. Write 
Box X-13, c/o The National Un- 
derwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Illinois. 
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Chicago Agency. 
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programs available to assist in 
Agency building job. This can be a 
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for man with proven Agency build- 
ing ability. 

Send complete résumé in confi- 
dence to G. D. Covell, C.LU., 
Agency Vice President. 
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winner. Low income families seem to 
spread their insurance and high in- 
come families tend to concentrate their 
holdings. Further research is needed 
to bring to light the factors which 
cause these variations, he said, citing 
the discovery that these two patterns 
are found even within each income 
group. 

Referring to the survey finding that 
educational background is a definite 
factor in both amount of ownership 
and spread in the family, and that 
there are differences according to edu- 
cation in the reasons given for owning 
life insurance, Mr. Hermalin said that 
this suggests that education influences 
life insurance ownership because it is 
related to the perceptions people have 
of life insurance. 

The characteristics of life insurance 
sales and buyers which influence per- 
sistency in premium payment were 
discussed by Mr. Whitney. He de- 
scribed the method of developing 
LIAMA’s persistency rater, a formula 
for predicting life insurance premium- 
paying behavior. 

Since the termination of a life policy 
represents a failure in a plan for se- 
curity, life companies are eager to find 
factors associated with persistency in 
premium payment which can be used 
in training their agents in the methods 
of identifying potentially persistent 
clients, he said. Termination of a policy 
almost always means loss to the poli- 
cvholder, both financial and psycho- 
logical, and cost to both companies and 
agents. 

LIAMA based its persistency rater 
on an analysis of 24,817 policies is- 
sued in May, 1949, by 64 companies. 
All known details concerning the pol- 
icyholder and the ensuing persistency 
records were analyzed. As a result, a 
definite relationship was found be- 
tween persistency and certain policy- 
holder characteristics. Chief character- 
istics of higher persistency are found 
among those who have higher income; 
who choose to make annual premium 
payments; who are older; who pay 
larger amounts of cash with applica- 
tion; who previously owned some life 
insurance; who previously owned larg- 
er amounts of life insurance; who are 
professionals, executives or proprietors; 
whose policies are issued on an ex- 
amined basis, and who pay larger 
amounts of annual premium. 

It also appears that certain charac- 
teristics of the relationship established 
between the agent and his client may 
be important determiners of the cli- 
ent’s future responses, Mr. Whitney 
added. Research along this line would 
seem to offer the best prospects for 
improving the accuracy of prediction 
of persistency in premium payment 
and for enhancing the understanding 
of the determining factors. 

Mr. Jones, discussing the three pa- 
pers on buyer-owner research, cited 
his own company’s interest in this di- 
rection. He told of the valuable back- 
ground information secured through a 
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massive correspondence with the own. 
ers of 1,314,000 policies, seeking to 
make sure that their contracts were 
adequately up-dated; an interview sur. 
vey made among 500 policyholders ang 
concurrently 500 family heads from the 
general population to secure attitudes 
and opinions; and a 2-month proje¢t 
now under way to gather a compre. 
hensive policyholder marketing sury, 
with each application for new insyr. 
ance. A further survey is being made 
among all agents, covering a broad 
range of background data. These ac. 
tivities show a few of the things one 
company is doing to supplement the 
institutional studies, he said. 

“One can see the possibilities for es. 
tablishing new and valuable cross re. 
lationships, and I have a list of 16 
important relationships we expect to 
develop. It would be hard to overstate 
the importance we attach to this agent 
relationship,” Mr. Jones said. 

Of the work already done in this 
area, the survey results tended to con- 
firm rather than amaze. This is im- 
portant for management as a guide to 
general policy making. 

Mr. Goldberg said he recognized the 
value and importance of consumer 
polls and surveys of agent attitudes 
in marketing studies, but at the same 
time stressed the importance of basic 
company policy, geared to its funda. 
mental objectives. 

“It is my belief that the life insur- 
ance company controls to a great de- 
gree the types of insurance being pur- 
chased by the public,” he said. “If the 
field force is properly trained and the 
public is gradually educated, then we 
should at least approach the solution 
to our problem. The company, through 
its field force, should be receptive to 
the public pulse, but at the same time 
should maintain a firm control over 
the composition of its sales portfolio, 
This is necessary from the standpoint 
of consistency, practicability, cost, 
soundness and equity.” 

He cited the case of a company with 
70% of its new business on term plans, 
another with 11%. The first company 
contends that the public is demanding 
term, while the second does not find 
this to be the case. He stressed that 
industry averages can be grossly mis- 
leading and misrepresentative, due to 
wide variations in company philosophy 
and practices. 

Referring to the spreading of insur- 
ance holdings within low income fami- 
lies and the concentration of holdings 
within high income families, he sug- 
gested that this is probably a direct 
result of the concept of industria] in- 
surance. But it was his belief that 
with the introduction of the family 
policies, there will be a narrowing of 
the gap between the spreading and 
the concentration. 

Referring to work toward increased 
persistency, Mr. Goldberg warned that 
important as persistency is from the 
standpoint of the interests of the poli- 
cyholder, the agent, the’ manager and 
the company, persistency should not 
be over-emphasized to a point where 
production of new business will suffer 
unduly. 

“Certainly we should attempt to se- 
lect prospects whose characteristics 

will result in the highest quality busi- 
ness, but we can hardly be expected 
to confine our solicitation exclusively 
to such prospects and thus fail to do 
a job of providing insurance protection 
for the general public, which should 
be our primary objective,” he said. 

“Persistency can be _ encouraged 
through the use of compensation for- 
mulas designed to pay for the job that 
we want done.” 


. 
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Sees Public Losing 
Faith In Companies 
Not Meeting Change 


Companies which refuse to adapt 
themselves to changed conditions will 
forfeit the public confidence in life in- 
surance, President George E. Johnson 
of Equity Annuity Life said to New 
York City Life Supervisors Assn. 

The best example of a policy design- 
ed to meet today’s needs is the variable 
annuity which, with premiums invested 
in equities that rise with inflation and 
cost of living, make possible the pay- 
ment of increased numbers of dollars 
at maturity, Mr. Johnson said. 

Increasing longevity, dwindling in- 
terest income from bonds and inflation 
have combined to squeeze annuity in- 
comes to the point that persons with 
fixed-payment annuities are suffering 
severely. Reduced public interest in 


annuities has resulted. 
* 


It is significant that the total number 
of individual annuities in the U.S. has 
decreased steadily in recent years, Mr. 
Johnson said. Life insurance and mut- 
ual funds have grown rapidly during 
the same period. 

“Under these circumstances, it is 
well-nigh criminal to deny the public 
the privilege of buying equity annuities 
that have a fighting chance of pro- 
viding a satisfactory retirement in- 
come,” he asserted. “Equity annuities 
should relieve this triple squeeze on an- 
nuities in two ways: In the first place, 
the investment yield from equities has 
been about 50% higher than the invest- 
ment yield from bonds over the past 20 
years. This added yield over the longer 
periods involved in life annuities makes 
substantial difference in the income 
produced. In the second place, the av- 
erage annual appreciation in common 
stocks has more than kept pace with 
the rise in the cost of living during the 
past 20 years, so that the increased re- 
turns from equity investments should 
help to counteract inflation.” 


American College Holds 


Meetings For Teachers 


American College of Life Underwrit- 
ers is holding a series of conferences 
for teachers of CLU study classes in 
the west and midwest. 

The teachers are gathering for noon- 
to-noon meetings to exchange ideas on 
classroom methods, adult education 
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problems, how to retain student inter- 
est, ways to help students study and 
other subjects. Jack C. Keir, director 
of educational services, is chairman of 
the sessions. 

The conferences are taking place in 
October and November at Portland, 
Los Angeles, Dallas, Chicago and St. 
Louis. A series of conferences is held 
annually, alternating between the east- 
ern and western areas. 


The Fund May Apply 
For Rehearing On 
Subpoena Of Records 


Fireman’s Fund is “giving consider- 
ation to applying for a rehearing by 
the Supreme Court” with regard to 
the decision upholding the right of 
Federal Trade Commission to subpoe- 
na the records of insurance compa- 
nies, as reported last week. 

Raymond T. Ellis. vice-president in 
charge of casualty for Fireman’s Fund 
Indemnity, acting for President James 
F. Crafts, said in a statement issued 
following the court’s opinion: 

“When our company was cited for 
alleged misrepresentation in A&S ad- 
vertising, we said we would be pre- 
pared to contest the allegations when 
the question of jurisdiction was re- 
solved. Any other course at tthe time 
would, in our opinion, have placed us 
in the position of aiding in the break- 
down of insurance regulation by tacitly 
admitting federal jurisdiction which 
was clearly not the intent of Congress 
when it passed public law 15. 

“The opinion handed down by the 
Supreme Court does not resolve this 
question. Rather, it merely establishes 
the legality of the subpoena issued by 
FTC. Still to be secured is a judicial 
determination of our contention that 
Congress placed the regulation of in- 
surance under state laws and that the 
commission has jurisdiction only ‘to 
the extent that such business is not 
regulated by state law.’ 

“We are giving consideration to ap- 
plying for a rehearing by the Supreme 
Court; however, should the court’s 
latest decision become final we will, 
of course, cooperate to bring the com- 
mission’s hearing to a prompt conclu- 
sion.” 








First Pyramid Life of Little Rock, 
organized 12 years ago, has reached 
$100 million of life insurance in force 
by adding $10 million since the first of 
the year. 
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Ind. Lite Agents Must 
Complete Approved 
Course, Palmer Warns 


A warning that while Indiana does 
not have a license examination law for 
life agents, it has a strict qualification 
law that requires the completion of an 
approved course of study has been 
issued by Commissioner Palmer. 

Mr. Palmer said his warning came 
as a result of the possibility that cas- 
ualty companies entering the life busi- 
ness may assume that since no ex- 
amination is required, a life license 
may be obtained without any training. 

“Not only does the law require com- 
pletion of a previous1]1y-approved 
course,” he pointed out, “but also it 
requires the agent complete a written 
examination covering the course ma- 
terial. The examination is adminis- 
tered by his company or agency, but 
it must be in his own handwriting 
and must be held by the agency or 
company for a period of three years 
during which time the department 
may request that the examination pa- 
pers be submitted to it for inspection.” 

Minimum contents that will qualify 
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a course text for license qualification 
purposes are specified by the depart- 
ment and available from it, Mr, Pal- 
mer reported. Several commercial texts 
have automatic approval; if one of 
these is used, the company need only 
file notice of its use of the course. 
However, if the company prepares its 
own training material, an actual copy 
of it must be submitted to the de- 
partment for approval before it can 
be used to satisfy qualification re- 
quirements. The commissioner also 
pointed out that the wording for the 
certification of completion of the ap- 
proved course is specified by the de- 
partment and may be obtained from 
it on request. 

“We most certainly do not, as one 
casualty company man _ has_ been 
quoted to me as having said, ‘license 
anybody that’s warm.’ We require a 
high degree of professional training 
for a permanent life license,” he said. 





To Erect Agency Building 

Standard of Oregon plans to erect a 
buildins to house its home office agen- 
cy at Portland, Ore. President Garnett 
E. Cannon said the agency had out- 
grown its downtown headquarters. 
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Fear Life Inferences 
From Lurid Series On 
Fire-Stock Shuffling 


NEW YORK—The New York Herald 
Tribune’s series on the insurance ma- 
chinations of Stewart B. Hopps and 
Lowell M. Birrell, though dealing en- 
tirely with the fire-casualty business, 
has caused some indignation among 
life company executives because the 
way the story is handled could readily 
lead the non-technical reader to think 
that life insurance was involved as 
well. 

For example, one instalment started 
out, “This is the fourth in a series of 
exclusive articles relating how one 
small group of men, through corporate 
mismanagement, has deprived some 
250,000 Americans of their security 
and investments.” To many readers, 
that would sound as if life insurance 
were involved. 

Life insurance people also regretted 
the articles’ oblique cracks at state 
supervision. The genius of Mr. Hopps 
and his associates in corporate man- 
ipulation has been such that federal 
officials would have had just as much 
trouble as any state insurance depart- 
ment in keeping up with the Hopps 
techniques. The basic difficulty was 
that by the time the regulatory author- 
ities could find out what was going on 
and what kind of laws would be need- 
ed to curb it, Mr. Hopps and _ his 
friends had completed their work and 
were off on other ventures. 

The Herald Tribune articles contain 
passages that, by inference, readers 
could take to be an indictment of state 
supervision as compared with what 
might prevail under federal supervi- 
sion of insurance. One such passage 


FteNATIONAL UNDERWRITER 


$20,000 Ad Budget Promotes Hendershot Book 


(CONTINUED FROM PAGE 1) 


vertisement says: “Mr. Hendershot had 
just one purpose in writing this book— 
to help you protect yourself, your mon- 
ey, and your family’s future. He has 
no feud with the life insurance com- 
panies. He is a financial expert of un- 
impeachable integrity. .... Life in- 
surance, Mr. Hendershot shows, is a 
simple business made to look compli- 
cated by the almost infinite variety of 
policies offered and the mumbo-jumbo 
of some super-salesmen.” 

Because of the unfriendly and in- 
sulting tone of the copy, the Hartford 
Courant refused to accept the adver- 
tising. However, the Hartford Times 
accepted it, according to the book’s 
publisher. The ad in the New York 
Times Sunday magazine section has 
produced the best results thus far, ac- 
cording to Mr. Van Doren. He said the 
heaviest response was coming from life 
insurance men and doctors. 

Life insurance men were amused at 
the advertisement’s reference to Mr. 
Hendershot as an expert “with no ax 
to grind,” since he is connected with 
the Stock-of-the-Month Club and has 
an obvious financial interest in crying 
down the investment value of life in- 


surance and getting people to put their 
investment dollars into the stock mar- 
ket. 

Other life insurance observers 
scoffed at the “expert” status of a man 
unable to understand why it is fair 
and necessary to charge a policyholder 
interest on a policy loan when he is 
“borrowing his own money.” They 
cannot understand how it was pos- 
sible for a man to have been finan- 
cial editor of a great metropolitan 
newspaper for 29 years and yet be 
incapable of understanding the rela- 
tively uncomplicated factors that ne- 
cessitate charging interest on policy 
loans. 

Attempts to reach Mr, Hendershot 
by phone last week proved unsuccess- 
ful. His home telephone in New York 
City has recently been disconnected— 
presumably because there were so 
many calls about his book that even 
the telephone answering service that 
he formerly utilized got tired. 

The Stock-of-the-Month Club, listed 
in the New York City phone book at 
341 Madison avenue, failed to answer 
its phone, though attempts were made 
to reach its office at various times 
last Friday. 





dealt with the troubles state insur- 
ance departments had with Inland 
Empire of Boise, Ida., which Messrs. 
Hopps and Birrell controlled from 1952 
until it went into receivership. 
“Periodic official examinations of 
the company and its satellites were 
revealing but generally inconclusive,” 
the Herald Tribune article said. “Ow- 
ing to the interstate character of the 
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Hopps-Birrell creation, an effectual 
examination required simultaneous 
audits in a number of states. Coop- 
eration, however, did not come. Even 
such cloak-and-dagger techniques as 
moving the Inland Empire Salt Lake 
City headquarters to Phoenix, Ariz., 
over a weekend to avoid questioning 
by insurance officers of the home state 
failed to arouse the needed unity of 
state insurance authorities. 

“It is regrettable to be forced to 
conclude that the insurance depart- 
ments of many states were unable 
to cope with, or comprehend, the 
business of the Hopps-Birrell ‘fraud.’ 
There is small consolation, but great 
truth, in the defense that Inland Em- 
pire was the most complex accounting 
problem ever faced by these exam- 
iners.” 


J. E. Bragg, 64, Famed 


Insurance Educator, Dies 


NEW YORK—J. Elton Bragg, 64, 
manager here for Guardian Life, pro- 
fessor of insurance 
at New York Uni- 
versity, and a trus- 
tee of American 
College, died in his 
office of a heart 
attack. 

Mr. Bragg was 
widely known as 





a life insurance 
educator. He ob- 
tained his CLU 


designation in 1933 
and served as a di- 
rector, vice-presi- 
; dent and president 

J. E. Bragg of. American Soci- 
ciety of CLU. For many years prior to 
his death, in addition to serving as a 
trustee of American College, he was 
chairman of its examination board. He 
served as a director of the Insurance 
Society of New York and was chair- 
man of the educational committee of 
its school of insurance. In 1956 he was 
named a member of the newly or- 
ganized governing committee of the 
David McCahan Foundation. 

In the New York City Life Under- 
writers Assn. Mr. Bragg served as an 
officer and director. In the national 
association he was secretary and a 
trustee from 1927 to 1929 and acted 
as chairman of its convention commit- 
tee for the annual meetings held in 





October 25, 1957 


Life Insurance And 
The Debit Agent Are 
Praised In Poetic Will 


Tribute to life insurance and th, 
debit agent in unique form was Offere, 
in the will of Mrs. Bettie Gochenour o 
Washington, D. C., who died last mont) 
at age 74. A lady of varied accomplish. 
ment, she had entered the Mrs. Amer. 
ica contest in 1955 when she was 7) 
She wrote her will in longhand in 195) 
It opens with this preamble: 

“My mind is sound, my heart beats 
true, 

“And realizing what I do, 

“I take my trusty pen in hand 

“So probate courts throughout the lang 

“May, after I have passed away 

“And faced my God on Judgment Day, 

“Know my desires and see to it 

“My will is carried out, to wit:” 

The bequests are in prose, and then 

comes: 

“Life insurance— 

“The inventory won’t be great, 

“There isn’t much to my estate. 

“But! Look who’s coming through the 
gate, 

“The life insurance man. 

“Many a week he has passed this way, 

“But always I’ve been the one to pay, 

“But today! He brings the cash. Oh! 
Happy day, 

“He’ll give you a check, to pay the last 
bill here I’ll ever make. 

“He is one good friend you need not 
shun. 

“He likes to joke and have some fun 

“The life insurance man,” 
“Amen.” 





Detroit in 1928 and Washington, D.C. 
in 1929. He served two terms as treas- 
urer of NALU, 1954 and 1955. 

Entering the business as an agent 
in 1919, Mr. Bragg attended one of the 
first schools conducted at Carnegie In- 
stitute of Technology. In 1921 he be- 
came the first salaried manager of the 
New York City association. He re- 
turned to field work in 1923. During 
these years he was an instructor in life 
insurance at New York university. 

In 1929, when he was general agent 
for Union Central Life in Philadelphia, 
Mr. Bragg accepted the invitation of 
New York university to serve as pro- 
fessor in the school of commerce, ac- 
counts and finance. He remained there 
until 1933, when he joined Guardian 
as manager of the Bragg-Doremus 
agency at the home office. In 1954 he 
again accepted a full professorship of 
life insurance at N.Y.U., but continued 
to maintain an agency for Guardian 
in the home office building, specializ- 
ing in pension trust work. 


Barker, Retired Berkshire V-P, 
Dies At Pittsfield, Mass. 

John Barker, 79, retired  vice- 
president and general counsel and, at 
the time of his death, a member of the 
board and the finance committee of 
Berkshire Life, died in Pittsfield, 
Mass., after a long illness. He had been 
with Berkshire 34 years when he re- 
tired in 1952. Mr. Barker was admitted 
to the Massachusetts bar in 1902 and 
was in private practice 21 years before 
joining Berkshire. His father, James M. 
Barker, served as justice of the su- 
preme judicial court of Massachusetts 
for 14 years. 

On the boards of a number of busi- 
ness and civic enterprises, Mr. Barker 
also was active in the Assn. of Life 
Insurance Counsel and_ frequently 
wrote papers on life insurance legal 
matters. When Berkshire Life reached 
its centennial in 1951, it was Mr. Bar- 
ker who wrote its history, The First 
Hundred Years. 

Mr. Barker’s only son, John Barker 
Jr., is vice-president and_ general 
counsel of New England Life. 
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The Travelers Premium Budget Plan 


helps you fight your real competition 


Statistics tell the story. 


Your real competition for the insurance 
dollar is not from rival agents but from 
rival products: new cars, new clothes, new 
luxuries. And now, The Travelers Com- 
panies are giving their producers the weap- 
on to fight this competition . . . a modern, 
businesslike method of merchandising and 
financing all the personal lines of insurance. 


Intensive market and product research 
revealed a public demand for account sell- 
ing of personal lines by an independent 
local agent with premiums on a company- 
agency pay-by-the-month plan. 


The Travelers new Premium Budget Plan 
was devised to satisfy this demand. Now, 
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Travelers agents and brokers can show 
their prospects how they can wrap up all 
their personal insurance in a single pro- 
gram and pay for it by the month with 
a single check. This new advance in mar- 
keting cuts red tape, builds premium 
volume, and helps meet competition on 
all fronts. And it will save you expense 
dollars in the operation of your office. 


The public is learning about the Travelers 
Premium Budget Plan through dramatic 
advertisements in the nation’s leading 
magazines. To find out what it offers you, 
inquire at any Travelers Branch Office or 
General Agency. Or write to Millard T. 
Wilson, Vice President, The Travelers, 
Hartford 15, Connecticut. 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of business and personal insurance including 


Life « Accident » Group + Fire + Marine + Automobile + Casualty + Bonds 





